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LICENSED TO DO BUSINESS IN 32 STATES 


ENCESERVE [oAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 





“YOU CAN HIT ToP COMMISSIONS WITH OUR POLICIES 
WRITE FOR GENERAL AGENCY PROPOSITION AND TERRITORY 
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A Few Policy 
Contracts 


Endowment at Age Sixty-Five. 
20 payment 
Continuous Premiums 

Multiple Option (Coupon Pol- 
icy). 

Central Life, Select Risk Or- 
dinary Life 

Modified Ordinary Life. 

Modified Term Expectancy. 

Continuous Monthly Instalment. 

Juvenile Twenty Pay Endow- 
ment at Age Eighty-five. 

Juvenile Endowments maturing 
at any specified ages between 
sixteen and twenty-one. 

Five Year Term With Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


Location 


The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 
Avenue, Chicago, occupying five 
floors of a sixteen story building 
owned without incumbrance by 
the Company. 


Our Central location enables us 
to serve promptly all territories. 


Affiliations 

OUR PROGRESSIVENESS is 
manifested through our active 
participation with co-operative 
groups interested in the modern 
trend of Life Insurance. The 
Company or its officers are mem- 
bers of the following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Association of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


Clubs and Contests 


The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 


The Marathon Club—The App- 
a-Week Producers of the Com- 
Ul SeAstTjeq Aueawiodg ayy “Aued 
occasional Contests so arranged 
that large and small producers 
alike can win. 











CENTRAL LIFE 
INSURANCE 
COMPANY 
OF ILLINOIS 


CHICAGO 


o o © 


ALFRED MacARTHUR President 


R. E. IRISH: : : : Vice President 


— Central Life Insurance Company 

is agency-minded. Aggressive field 
trained executives with years of actual 
experience behind them direct this 


twenty -two- year-old organization. 


The remarkable strides in growth taken 
by this Old Line Legal Reserve Company 
are attributed largely to the harmony 
existing between the Home Office and 
the field. 


oO Oo © 








Underwriting 
Facilities 
Participating Life Insurance. 
Non-Participating Life Insur- 
ance, 


Annuities—immediate and de- 
ferred. 

All Non-Participating policies 
participate when paid up. 

A broad selection of policy con- 
tracts. 


Policy contracts free from restric- 
tions. 


Policy contracts free from tech- 
nicalities. 


Cash value available at the end of 
second year. 
Automatic premium loan privi- 
lege keeps business in force. 
Juvenile policies. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable. 


Age limits one day to sixty-five. 


Non-Medical business up to three 
thousand dollars. 


Excess interest paid on funds left 
with the company. 


Co 


Agency Contract 


Liberal First Year Commissions. 

Non-forfeitable renewals. 

All contracts direct with com- 
pany. 

Home Office Agency. 

Service Department. 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 

Ordinary Life Non-Participating 
Rate Age 35—19.71 

Modified Term Expectancy 
Rate Age 35—14.03 

A special 31 year term policy 

with cash, loan, paid-up and ex- 

tended insurance values, conver- 

sion privilege without examina- 

tion within 26 years. 


Educational 
Department 


A thorough training course for 

the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency 
Managers. 
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hirty-Fourth Year No. 30 


' sents Gather 
at Milwaukee 


orthwestern Mutual Field Men 
in Annual Convention at 
Home Office 


M 


"SRECORD BIG ATTENDANCE 


y President Van Dyke Confuses Pessi- 
mists in Talk, Urges Courage and 
a Determination 


MILWAUKEE, July 24.—In spite of 
essimistic predictions, resulting from 
eneral business depression, attendance 
at the annual meeting of the Association 
Mof Agents of the Northwestern Mutual 
WHLife of Milwaukee this week increased 
4 00 persons over the 1929 meeting. 
President W. D. Van Dyke urged the 
agents to forget the moans of pessi- 
mists, and to carry on “with courage 
and determination to meet the require- 


ment of additional sales effort.” 

He characterized 1929 as a memora- 
le life insurance year in which legal re- 
Mserve companies reached and passed the 

goal of $1000,000,000,000 in force, and 
Wife insurance was shown as a result of 

the stock crash to be an investment 
superior to other types. 


Be 


Copeland in Response 
James 


: H. Copeland, Kansas City, 
S Mo., in response, pledged support of the 
agents’ association in cooperating with 
the company, and reiterated the state- 
ment of Mr. Van Dyke that the North- 
western’s stand in not writing the dis- 
ability clause was proper and has the 
approval of the company’s agents. 


MeMillen Heads Managers 


Clifford L. McMillen, home general 
agent, was elected president of the Gen- 
eral Agents’ Association, succeeding 
Ralph M. Hamburger, Hamburger & 
Me Xauiman general agency, Minneapolis, 
President for two years under whose 
leadership the company’s five-year ex- 
pansion program was inaugurated. To 
. parry on the successful program which 
has been in effect 18 months, selection 
of another outstanding leader was felt 
necessary. The program’s object is to 
raise production through expansion of 
‘eadership, efficiency and ability, and is 
based entirely on man-power. The re- 
sult has been 97.1 percent of the pro- 
Cuction quota in the 18 months. 


= 


Other Officers Named 


Other association officers are: first 
vice-president, Sam C. Pearson, Kansas 
City, Mo.; second vice-president, A. L. 
Baldwin, Washington, D, C.; third vice- 


President, Harry L. French, Madison, 
Mew and secretary-treasurer, R. H. 
ickf rd, Cedar Rapids, Ia. 

Ralph M, Hamburger, Minneapolis 





The. 28ent, was elected president of 
"€ Association of Agents Wednesday. 
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Unemployment Insurance 
Plea Is Sent to Hoover 





NEW YORK, July 24.—Professor John Dewey of New York, 
eminent educator, author and philosopher, has petitioned President 
Hoover to call a special session of Congress to consider the creation of 
national unemployment insurance, which he contends is urgently needed 


today and very readily established. 


This is the most important public 


action in the slowly growing movement for unemployment insurance 
and, even though the request be ignored in this instance, it promises a 


lively legislative year to come in 
People’s lobby. 


this field. Prof. Dewey heads the 


Unemployment insurance is now regarded as the 


first great national insurance problem of the day, practically all of the 


agencies interested in industrial legisla- 
tion seeing it as the most important 
legislative issue of the coming season. 

Old age pension plans are still listed 
for widespread consideration, practically 
every legislature facing some form of 


pension bill, but the financial and in- | 


dustrial crisis which has developed with- 
in the past six months has precipitated 
the unemployment issue and made it 
even of prior importance to pension 
plans. It is now believed that unem- 


ployment insurance will come before a | 
majority of the legislatures as well as | 


Congress during the coming year and 
that this may be the first 
along the lines of social insurance in 
this country. 
is not, of itself, feared, as no companies 
do or can write it, but it is regarded as 
an entering wedge for general social in- 
surance. 


Huge Fund Urged 


Professor Dewey, in his appeal to the 
President, cites the ease with which un- 
employment insurance could be estab- 
lished, its comparative low cost, its 
urgent need and the advantages in bol- 
stering industrial development during 
the next few years. He suggests a huge 
fund into which the government would 
pay $1,000,000,000 annually, with states, 
employers and employes jointly paying 
a like amount to create two billions an- 
nually—equaling only about 2.2 percent 
of the annual income of the nation and 
resulting in economies and stabilizing 
influences of far greater value. 

As to the urgency of the situation, he 


Charles F. Axelson, Chicago, becomes 
vice-president; Gerald H. Young, Mil- 
waukee, secretary-treasurer. Members 
of the standing committee of the asso- 
ciation elected are: George V. Metzger, 
special agent, Kansas City, Mo., chair- 
man; J. A. Carlson, general agent, Flint, 
Mich.; Hugh C. White, special agent 
Detroit; B. A. Million, general agent, 
Evansville, Ind., and R. E. Werts, dis- 
trict agent, Akron, O. 

Joseph T, Gallagher, assistant super- 
intendent of claims, declared that “sand” 
is one of the most important elements in 
business as it takes “sand” to make a 
sale. 

Urges Independent Interpretation 

Mr. Hamburger in summarizing ses- 
sions on life insurance urged agents not 
merely to repeat things learned at the 
meetings, but to absorb them and use 
them with personal interpretations. 
Joseph Chapman, trustee, Minneapolis, 
receiver for the Foshay Tower, gave a 


approach | 


Unemployment insurance | 


| estimates that there are between 2,400,- 
| 000 and 3,500,000 persons, many heads 
of families, who are out of the consum- 
ing class because of long unemployment. 
Continuance of this situation will not 
only cause much suffering and tragedy 
during the coming year, but it will cause 
|further industrial depression. Reduc- 
| tion of this total, with unemployment 
payments, would enable production to 
increase and prevent the suffering. 


Need Is Cited 


Summing up the present national situ- 
ation and the recent unfortunate devel- 
| opments, such the tariff increases 
which are expected to reduce exports 
and the plea for curtailed wheat pro- 
| duction, Mr. Dewey presents the insur- 
ance idea as follows: “A nation-wide 
system of contributory unemployment 
insurance with the federal government 
paying $1,000,000,000 and states, em- 
ployers and employes jointly, the same 
amount—in the aggregate abcut 2.2 per- 
cent of the national income—would 
largely relieve the most serious unem- 
ployment; needless to emphasize, it 
would also improve business conditions 
to a very marked extent. The proposed 
federal government’s contribution to 
conquer this real menace at home is 
only a small amount more than it spends 
to prepare to fight a non-existent enemy 
abroad. For these*reasons we ask you 
to call the Congress in special session 
to deal with this problem, which it ig- 
nored in the session just closed.” 


as 


view of life insurance as seen by a man 
42 years in the business world. 

Awards were presented tc prize win- 
ning agents, including 40 members of 
the Marathon Club, who had written in- 
surance on 100 or more lives in a year. 
This group was headed by Emmett Cow- 
ell, Red Bud, IIL, by virtue of writing 
263 lives. Mr. Cowell received the Class 
XX award for writing the most insur- 
ance on new lives. In addition to this 
the class honors and awards to junior 
honor men were made. 





Hold Group Luncheons 


| Three group luncheons were held for 
| agents Monday. General agents elected 
| officers and discussed the five-year ex- 
pansion program which their association 
is sponsoring. They outlined plans for 
| the coming year. 

Special and soliciting agents met at 
ja good-fellowship luncheon Monday at 
(CONTINUED ON PAGE 15) 
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Hull Talks on 
Business Robot 


Mechanization of People Being 
Offset by Humanness of 
Life Insurance 


PAINTS STRIKING PICTURE 





National Association Manager Outlines 
Scope of Future Work at North- 
western Mutual Rally 


Particular significance is seen in the 


address of Roger B. Hull, managing 
director of the National Association of 
Life Underwriters, before the agents 


association of the Northwestern Mutual 
Life at Milwaukee, Tuesday, on “The 
Social Engineer,” largely because Mil- 
one of the few important 
the United States which 
yet has no life association. 

Mr. Hull draws a striking picture of 
the work of life insurance men in 
neutralizing to some extent the “in- 
sidious poison” of the machine age of the 
present, in which he says initiative and 
self reliance are being destroyed and 
even the home undermined. 


waukee is 


as 


points in 


Humans Becoming Machines 


“We are becoming machine tenders, 
clerks, cogs in a gigantic industrial ma 
chine,” he says. “Mass production, mass 
distribution, and mass consumption have 
become the order of the day. The aver- 
age worker is a joyless automaton. 
There is no song on his lips; no laughter 
in his heart. 

“Physically, mentally and morally we 
have suffered their effects. Politically 
and economically our structure has been 
weakened. Socially, personally, and 
especially in the innermost shrine of 
America—the American home — whose 
economic foundations are being de- 
stroyed, these sinister influences in our 
present day industrialism have eaten 
into the very vitals of our national life. 

“The church, the school, the home, 
three of the most ancient and honorable 
f fallen 


allies of our civilization, have 
down conspicuously in the business of 
sustaining the morals and manners of 


our society. 
Field for Constructive Work 


“IT am not an alarmist nor a pessimist, 
but I cannot help feeling that there 
never was a time in our history wheu 
there was such need for a compelling 
and commanding power to lead us na- 
tionally out of the morass of crime, cor- 
ruption, social inequality, political 
chicanery, industrial dishonesty, per- 
sonal and domestic disloyalty, as there 
is today. Life has become subject to 
factors which necessitate the creation of 
new agencies to meet the complications 
which surround it. 

“And life insurance, and especially 
the field forces of American life insur- 
ance, are going to supply, in the years 

(CONTINUED ON PAGE 11) 
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Missouri State 
Agents Gather 


Interesting Sessions of Quarter 
Million Club Are Held 
in South 


TAKE FOOTBALL THEME 


Vanderbilt University Coach Reminisces 
on School Life of President 
Hillsman Taylor 


Several interesting talks from the offi- 
cial viewpoint of Vice-president John J. 
Moriarty to that of Dan McGugin, Van- 
derbilt University football coach, com- 
paring the training in life agencies to 
that in football, featured the Quarter 
Million Club convention of the Missouri 
State Life at Nashville, Tenn., and 
Asheville, N. C. 

The reminiscences of Coach McGugin 
were particularly timely, since they had 
to do with one “Red” Taylor, who 
joined the Vanderbilt squad in 1903, 
served as a human doormat on the sec- 
ond team for many weary months and, 
although he was not a_ sensational 
player, kept on fighting so hard that he 
was placed on the first team. 


Tribute to Hillsman Taylor 


The name of “Red” Taylor is well 
known in the annals of southern foot- 
ball, but few associate it with Hillsman 
Taylor, president of the Missouri State. 

Carrying on the football theme, 
President Taylor likened the agents’ 
club to a football team, and he urged 
every man to fight for a place on it. 
Dan McGugin was named an honorary 
member of the Missouri State squad. 


The first session was held in the 
house chamber at the state capital, 
opened by welcome from Crawford 


Easterling, manager Nashville branch. 
Commissioner Caldwell of Tennessee 
talked on the keen development of life 
agents throughout the country, attrib- 
uting their success to splendid company 
cooperation and willingness of agents 
to study their business intensively. 


Rogers Caldwell Entertains 


Guests were taken to the beautiful 
estate of Rogers Caldwell, where enter- 
tainment was provided. The party trav- 
eled that night to Asheville, N. C., for 
a three-day meeting. 

The second business session Wednes- 
day morning was opened by Marion 
Rich, Columbia, S. C., and welcome by 
John J. Moriarty, vice-president, fol- 
lowed. His address is presented in part 
elsewhere in this issue. R. R. Dodson, 
supervisor group sales, told of the pres- 
tige a company gains through this busi- 
ness and the ease with which personal 
policies can be written among employes 
covered by agents representing company 
carrying the group. 


Other Speakers on Program 


A. F. Leland, Tulsa, told of his meth- 
ods in producing accident and health. 
He is the company’s leading accident 
and health producer. Henry Reichgott, 
vice-president in charge of group, out- 
lined cooperation the company is giv- 
ing to encourage writing group. E. L. 
Roberts, assistant to the vice-president 
discussed sales. Horace H. Bell, man- 
ager Pittsburgh office, president of the 
Quarter Million Club for 1930, spoke 
on the Mexico City convention next 
year. 

At the business session Thursday, 
Mel C. Ripple, Cleveland branch, talked 
on “What the Life Insurance Business 
Offers a Man as Compared to Other 
Business.” Joseph P. Licklider, direc- 





May Be President 














COL. CHARLES B. ROBBINS 


Charles B. Robbins, president of the 
Cedar Rapids Life, is being prominently 
mentioned by a large number of his 
friends as candidate for president of the 
American Life Convention at its annual 
meeting in Chicago. Colonel Robbins 
is on the executive committee and is one 
of the most valuable members. He is a 
man of outstanding importance. He 
served as assistant Secretary of War 
until the Hoover administration was in- 
augurated. He was prominent in mili- 
tary service during the war and is past 
commander of the Iowa department of 
the American Legion. He served in the 
state senate and was judge in the su- 
perior court at Cedar Rapids. Colonel 
Robbins saw military service in the 
Philippines and was wounded in one 
battle. He was discharged at the close 
of the Spanish-American war with the 
title of lieutenant. He served in the 
national guard on the Mexican border. 
Later he was a major in the world war, 
retiring with the commission of lieu- 
tenant colonel. He has been president 
of the Cedar Rapids Life since 1915. He 
is a director of a number of financial in- 
stitutions, trustee of St. Luke’s hospital 
and Coe College. He graduated from 
the University of Nebraska and later re- 
ceived his master of arts degree from 
Columbia. 








tor of publicity, outlined advertising and 
educational services of the company. He 


explained the beginners’ course “My 
First Week. 
Herbert Samel, assistant secretary, 


spoke on “Salary Savings Insurance.” 
C. O. Shepherd, second vice-president, 
told of actuarial work. Matthew Brown, 
manager San Antonio branch, also 
spoke. 

Officers of the club are: President, 
Horace H. Bell, Pittsburgh, first vice- 
president, M. Tanaka, Honolulu; sec- 
ond vice-president, Herbert C. Lorick, 
Augusta, Ga. 

Mrs. Mary W. Lowe, Tulsa, Okla., 
and Mrs. Adda V. Kohlhas, Chicago, 
were the only women who qualified for 
the convention. Ralph Comstock, for- 
mer big league pitcher, and a leading 
producer of the Toledo, O. branch, won 
the golf tournament at Asheville. J. G. 
Jackson of Macon, Ga., president of the 
$100,000 club for the past two years, 
qualified this year for the Quarter Mil- 
lion Club. 


Toronto Institute Elects 


At the annual meeting of the Insur- 
ance Institute of Toronto, these officers 
were elected: Honorary president, H. 
R. Stephenson, Crown Life; president, 
A. W. Goddard, Canadian Fire Under- 
writers Association; vice-president, W. 
H. Burgess, Canadian Surety; secretary, 





Clifford Elvins, Imperial Life. 


Life Payments Issue 
to Be Sent Readers, 
Papers Next Week 











The annual Life Payments Localized 
Number will be sent to subscribers of 
THe NationaAL UNDERWRITER along with 
next week's issue. Copies of this num- 
ber will be sent to 3,500 newspapers 
throughout the country and on Aug. 1 
the majority of them will carry stories 
telling about the total volume of pay- 
ments in the nation and in their respec- 
tive cities and _ states. The large 
individual payments of 1929 will also 
be featured. 

Every life underwriter should see that 
lis local newspaper carries the story 
and if it doesn’t he should take his copy 
of The Life Payments Localized Num- 
ber to his local editor and explain the 
great news value of its contents. 

Every wide-awake underwriter will 
tie up with the life payments publicity 
and as soon as he gets his copy will go 
out and use it as a soliciting aid while 
the publicity is still fresh in his pros- 
pect’s mind. 

Orders for extra copies of the 1930 
Life Payments Number are being re- 
ceived in large numbers. Companies 
and general agents who wish to furnish 
their agents with the best selling aid to 
be brought out this year must telegraph 
their orders by Aug. 28 to the Chicago 
office of THe NationaL UNDERWRITER. 


Birmingham Managers Name 


Officers at Annual Meeting 


BIRMINGHAM, ALA., July 24.— 
The Alabama Life Managers Associa- 
tion at the annual election chose W. C. 
Reed, Aetna Life, as president. He an- 
nounces a campaign to enlist as mem- 
bers all life managers in the state. Other 
officers are: Vice-president, Coke S. 
Wright, Acacia Mutual, and secretary- 
treasurer, Fred S. Chisholm, New Eng- 
land Mutual. 

All members of the life managers 
association are also members of the Bir- 
mingham Association of Life Under- 
writers, but it was felt they had enough 
managers’ problems alone to organize a 
group within the life underwriters. Di- 
rectors are: John J. Outcault, Penn 
Mutual; W. C. James, Sun Life; Fur- 
niss Lee, Mutual Benefit, and W. I. 
Pittman, John Hancock. 


Purchases Travelers Equitable 


The McMurray-Hill Investment 
Company of Des Moines, has purchased 
a substantial interest in the Travelers 
Equitable of Minneapolis. The Trav- 
elers writes accident and health insur- 
ance. No definite plans for the future 
have been announced. There is a ru- 
mor afloat to the effect that the Des 
Moines Life & Annuity has made the 
McMurray-Hill interests an offer which, 
if accepted, would mean a merger with 
that company and a removal to Des 
Moines. 

Gustav Lindquist, president of the 
Travelers Equitable, who sold his stock 
to McMurray-Hill Investment Com- 
pany, has resigned. He has been presi- 
dent since 1922. At present he is tour- 
ing in the Scandinavian countries. Mr. 
Lindquist did not own the majority of 
the stock, according to Vice-President 
— Schwab of the Travelers Equi- 
table 





Lowry Holds Up Plan 


Commissioner Lowry of Mississippi 
has delayed approval of a group insur- 
ance on state employes authorized by 
the last legislature until several compa- 
nies submit bids. He was authorized to 
approve the best contract obtainable, 
but the act did not set forth any method 
for collecting premiums, either through 
deduction from salaries or by other 


Program Shaped 
for Fall Meeting 


National Convention of Insurang 
Commissioners to Have At- 
tractive Events 


ADDRESSES SCHEDULED 


Trip Through New England States Wil 
Be One of the Big 
Features 


HARTFORD, July 24—Among th 
subjects which will come to the for 
during the discussions at the Nationa 
Convention of Insurance Commission. 
ers, to be held in Hartford the wee 
of Sept. 8, will be automobile financia 
responsibility laws and the taxation 0 
insurance companies, 

Although the business program ha; 
not been completed, it is known that R 
Leighton Foster, superintendent of in. 
surance of Ontario, will make a talk 
upon financial responsibility laws. On. 
tario has a new amendment to its high. 
way traffic act which provides for finan- 
cial responsibility of automobile owner 
and drivers. The act will go into effec 
Sept. 1. 


Commissioners to Speak 


C. D. Livingston, commissioner oi 
Michigan, and M. A. Freedy, commis. 
sioner of Wisconsin, are also on the 
program for talks at the business ses- 
sions, while W. A. Tarver, commissioner 
of Texas, will speak on taxation, with 
C. S. Younger, superintendent of Ohio 
discussing the paper. It is probable that 
considerable time will be devoted by the 
insurance commissioners to a discussion 
of the report on fire acquisition costs 

An unusually large number of insur- 
ance company officials and agents art 
expected at this convention of the in- 
surance commissioners. While more 
than the usual number of invitations t 
the convention are being sent out, the 
general committee in charge of arrange- 
ments has announced that all official 
of companies and agents who wish t 
attend are welcome. 


Pamunkey Tribe to Hold Forth 


During the first night’s stop of the 
commissioners on their tour of New 
England, which will be Bretton Woods 
N. H., there will be presented for the 
edification of the commissioners and 
other visitors the annual celebration by 
the “Pamunkey Indians,” which wil 
take place on the banks of the Amonv- 
sek river near the base of Mt. Wash- 
ington. A special bridge, it is under- 
stood, will be erected over the river 
permitting the members of the tribe to 
hold their celebration on an island. 

While many of the details of this fea- 
ture of the tour of New England have 
been kept secret, it is understood that 
the members of the committee in charge 
include Charles H. Burras, Chicago. 
president Joyce & Company; Edward 
C. Stone, United States manager Enm- 
ployers Liability; Lamar Hill, vice- 
president and counsel Continental Fire: 
Col. Joseph Button, for many years 
commissioner of insurance in Virginia; 
Commissioner Freedy of Wisconsin, 
and Henry F. Tyrrell “of the Northwest- 
ern Mutual Life. 





Carter with the Pilgrim 


A. M. Carter, who has been at the 
head office of the National Benefit Life 
of Washington, D. C., has gone with 
the Pilgrim Life & Health of Augusta, 
Ga., as statistician and manager of the 
ordinary department. He was formerly 








means. 


with the Standard Life of Georgia. 
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Institute Idea _ 
Expanding Fast 


Keen National Interest Evinced in 
Estate Advisers Organiza- 
tion at Chicago 


TO BE LAUNCHED SOON 


Constitution Is Ratified—Valuable Man- 
ual Being Prepared as Part of 
Educational Work 





Keen interest has developed in many 
centers throughout the nation in organ- 
ization and educational methods of the 
American Institute of Estate Advisors. 
Inquiries have been received from many 
points by Chicago life insurance men 
behind the venture. 

It seems assured now, according to 
them, that several chapters will be or- 
ganized soon and the national 
ization dedicated to the task of scientific 
study of handling estates will start when 
it receives its charter from Illinois 


organ- 


as 


} something more than mere amplification 


of the Life Insurance Trust Club of 


Chicago from which it grew. 
Arouses Great Interest 


Persistent inquiries have been received 
for several weeks from Kansas City, 
Cleveland, Cincinnati and other cities. 
Another request for detailed informa- 
tion has come from a San Diego at- 
torney and insurance man whose pro- 
duction of life insurance under estate 
programming plans is large. He said a 
chapter undoubtedly would be formed 
there. 

The institute idea appears to fill a 
basic need of the profession today, ac- 
cording to the organizers. It is in conflict 
neither with the work of the National 
Association of Life Underwriters nor 
local associations, the American College 
of Life Underwriters, local seminars o1 
institutes, but rather supplements all of 
these educational facilities based more 
or less on theory, with a practical course 
of experience in applying these theories. 


Practical Field Work 


Members compare the work of the 
institute to the practical field work 
which a graduate architect or engineer 
must go through before he is qualified 
to begin practicing on the public the 
theories he has learned in school. 

Work of launching the institute 
moving rapidly in anticipation that Illi- 
nois will issue a charter in a week or 
Nominations for a board of seven 
governors have been made and the in- 
itial membership has just ratified the 
constitution. 

This document sets forth the objects 
of the institute as: “to offer cooperation 
and coordination in profiting by collec- 
tive knowledge and experience; to create 
and maintain a high professional stand- 
ard among the members so their best 
interests and the best interests of their 
clients may be served; to equip mem- 
bers most effectively and intelligently to 
apply life insurance in the solution of 
problems of creation and conservation of 
estates.” 

A big step forward in this work is 
being taken through drafting a manual 
to be used by underwriters in preparing 
programs, estate analyses and recom- 
mendations. 

This work will be available for use 
of life insurance men generally, as well 
as trust officers. Tentative draft con- 


1s 


so, 


tains a simple explanation of typical 
estate situations met in the field, and 
also a general section devoted to a 


terse discussion of essentials of estate 


Spite of Depression 





HARTFORD, July 24.—The Life Insurance Sales Research Bu- 
reau finds that life insurance production gained 3 percent the first 
six months. It says: “In looking back over the first six months of 1930 
there is evidently a very gradual but definite return to normalcy. 
This upward swing has been much slower than forecasts for the year 
anticipated. To a public remembering the booming prosperity of a 
year ago, the gradual return has been disappointing. But in judging 
present conditions or in anticipating future levels the unstable pros- 
perity of a year ago is not a fair criterion. At present there is no basis 
for the pessimistic theory that we must endure a long period of depres- 


sion. 
political situation and a sweeping decline 
in prices which influences to a great 
extent American business. American 
industries are largely dependent on for- 
eign markets for their margin of profit. 
Unsettled political conditions are a re- 
tarding factor in an upward trend. 


Gain of 3 Percent Is Shown 


“Although the first six months of 
1929 are not a fair basis of comparison, 
life insurance is one of the exceedingly 
few industries that can be compared to 
that booming six months and still re- 
cord a gain. Despite the general busi- 
ness depression, the volume of life in- 
surance sold during the past six months 
was 3 per cent greater than a year ago. 
The gain was generally distributed 
throughout the country. A year ago 
the insurance salesman had to compete 
with the stock broker for the consumer's 
dollar. The stock market offered a 


There is an unsettled world-wide | 





quicker but much less certain means of | 


building an estate. Today the public 
has lost a little of its confidence in the 
ability of the market to amass a for- 
tune quickly. This is the time for the 
insurance salesman to provide his means 
of a gradual but certain estate. 


Sales Show Increases 


“Life insurance has been slow to be 


affected by the general depression. 
Sales during the first four months 
showed substantial increases and not 


until May did reports show a decrease 
in volume. In June sales were stimu- 








analysis and basic state and national 
laws governing descent and distribu- 
tion. A representative case is given, 
developed in narrative style as the 


competent estate adviser would analyze 
it, and the recommendation as to insur- 
ance and other needs. 

Perhaps the most important part of 
the manual is to be an index, giving 
citations on all points encountered in 
this work, so that life insurance men 
may refer directly to the source, and if 
they wish obtain legal books and read 
the actual law. 

It is emphasized that C. L. U. 
graduates and others will find much of 
value in the institute, and also those 
who desire to obtain the C. L. U. degree 
will profit through this training. 

It is the intention to make the scope 
of the work broad and to make avail- 
able to the institute the experience of 
all persons connected with arranging 
estates. 

Invitation to Outsiders 


The constitution calls not only for 
regular voting and honorary members, 
but also for associates, a class limited 
to persons outside life insurance. At- 
torneys, trust men, tax specialists and 
accountants, and others who can bring 
something to the estate study, will be 
encouraged to join. 

Only this classification will be ex- 
cepted from the requirement that mem- 
bers be members in good standing of 
the National association or local associa- 
tions. 

Standing committees that have been 
decided on are: Publicity, program, 
membership, qualifications, rules, finance 
and education. Officers will be elected 





by the governors. 








lated by the new disability clause which 
went into effect July 1. Even with the 
incentive to secure business at the old 
rates, fell 1 percent below last 
June. 

The following table shows the in- 
creases of ordinary insurance by sec- 


sales 


tions for the month and for the first 
half of the year. 
First June 
6 Months Sales 
Percent Percent 
United States Total...... 103 99 
New England. 100 91 
Middle Atlantic 104 101 
East North Central 101 100 
West North Central 109 102 
South Atlantic... 104 100 
East South Central .. 100 91 
West South Central...... v4 87 
Mountain ..... 100 87 
Pacific 109 111 
Good Record Is Seen 
The Life Insurance Sales Research 


Bureau computes sales figures based on 
the experience of 78 companies having 
in force 88 percent of the total legal 
reserve ordinary insurance in the coun- 
try. 

In addition to figures for the month 
and the six months of 1930, the Re- 
search Bureau has figures showing the 
trend for the past 12-month period. For 
the 12 months ending June 30, the 
United States as a whole purchased 6 
percent more insurance than in the 12- 
month period a year ago. During this 
period every section of the country ex- 
perienced a gain. There were only 
eight states which failed to share the 
prosperty that such figures indicate. 














Albright Leader 
of Northwestern 
Mutual 24th Year 
Writing $3,312,000 paid-for business 
for the Northwestern Mutual Life dur- 
ing the agents’ year, Dr. Charles E. 


Albright of Milwaukee for the 24th time 
leads all agents of the company. This 
record was surpassed only in 1929, when 
he sold $3,940,000. One of his most 
famous coups this year was the $1,000,- 
000 policy written on “Amos and Andy.” 

Since 1905 when Dr. Albright started 
as an agent for the Northwestern 
Mutual, he has written $52,641,000 of 
insurance for that company, for the last 
ten years he has averaged nearly $3,- 
000,000 annually, in the Northwestern 
Mutual alone. This is only a part of 
his total writings as the Northwestern 
has a limitation of $250,000 on any one 
life, and in writing larger policies he 
must place much of the business with 
other companies. What the total is, no 
one but Dr. Albright knows, as he 
makes no announcement of any other 












production. His record by years for 
the Northwestern Mutual is: 

I A 607,000 1918.. 1,503,000 
1907 Stes 936,000 1919...... 2,302,000 
1908 1,257,750 1920 3,234,000 
1909 1,516,000 1921 2,679,000 
1910 1,622,000 1922 2,100,000 
1911 1,719,000 1923 2,427,000 
1912 1,817,000 1924 2,205,000 
1913 1,850,000 1925 2,833,000 
1914 1,509,000 1926.. . 8,055,500 
1915 1,070,500 1927...... 2,610,000 
=r 1,103,500 1928... 2,832,500 
1917...... 2,294,500 1929 3,940,000 
i? c.ceseccueeoetesaeese 3,312,000 





Situation Is Not 
At All Hopeless 


Life Insurance in Fine Position, 
Company President States at 
Agents’ Meeting 


POLICY LOAN OBLIGATION 


W. D. Van Dyke of Northwestern 
Mutual Urges Creed of “Courage, 
Confidence and Work” 





The position of life insurance this 
year is far from hopeless, President W. 
D. Van Dyke of the Northwestern Mu- 
tual Life declares in his talk before the 


agents’ association at Milwaukee this 


week. He emphasizes, however, that it 
requires “courage, confidence and 
work,” 


He says ordinary life insurance does 
not necessarily follow the general busi- 
ness curves and cycles resulting from 
the law of supply and demand, and in 
spite of the declines in other lines which 
cannot be prevented despite unceasing 
sales efforts, there is a constant market 
for life insurance which as yet has not 
been satisfied. In fact, he says, the sat- 
uration point is “not even sighted on the 
horizon. 


Requires Only Average Effort 


“Demand is unceasing and supply is 
plentiful,’ he says, “which means that 
it merely requires average sales effort 
to maintain sales. It is true that there 
is more sales resistance—but that merely 
requires more sales effort. This is a 
period when the life underwriter is for- 
tunate in the commodity he has to sell 
—and he can make the second half year 
of 1930 a bright one, if he wills to do 
4 

Mr. Van Dyke touches on several 
subjects in his talk. He points out that 
the Northwestern in reaching its fourth 
billion in force June 11, 1930, contrib- 
uted approximately a 25th of the total 
in force. He estimates that the com- 
pany’s assets will reach the $1,000,000,- 
000 mark in 1932, 


Figures on Policy Loans 


He discusses the stock crash and the 
benefit life insurance received from this 
nation-wide object lesson. Northwest- 
ern policy loans last year, as compared 
with 1928, increased more than $24,000,- 
000 as against the normal $8,000,000 a 
year rise. 

“An important duty demands recog- 
nition,” he says, “and that is our obli- 
gation to exercise every effort to per- 
suade the borrower to repay his policy 
loan as promptly as possible and thereby 
to restore his protection and reestablish 
his estate. 

“This an obligation because the 
policyholder, for his own good, should 
be made to appreciate that policy loans 
materially reduce the best secured pro- 
tection of the insured himself and that 
of his dependents, and that therefore 
policy loans should be the last to be 
resorted to as security and the first to 
be repaid. 

“Many thousands of loans upon our 
policies were unquestionably made to 
meet emergencies and when other 
sources of relief were unavailable, and 
undoubtedly were so made with the then 
present intention and determination on 
the part of the borrower to repay his 
loan in a relatively short time. But as 
is quite human, with passing time his 
good intent weakened, the determination 
to repay was overlooked, and action 
thereon became indefinitely postponed. 

“We must not neglect our duty to 
constantly and consistently urge and 

(CONTINUED ON NEXT PAGE) 
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New Building 
Was Dedicated 


Home Office 
Continental Life of St. 
Louis Opened 


Structure of the 


ELLIOTT CHIEF SPEAKER 


President Ed Mays Told About the 
Growth of the Company and 
Its Prospects 

24—The Conti- 


home 


ST. LOUIS, July 
nental Life’s new 23-story 
building at 3615 Olive street, was for- 


mally dedicated this week, Judge Byron 


office 


K. Elliott, manager of the American 
Life Convention, being the principal 
speaker. The response was by Judge 


Albert D. Nortoni, general counsel for 
the company. The new building will be 
the home of the Continental Life and 
also of the Grand National Bank. Ed 
Mays is president of both companies. 

In connection with the dedicatory 
services the company brought in some 
prominent agents from the 36 states in 
which it operates. 


Symbol of Service 


Judge Elliott in dedicating the new 
building referred to it as a symbol of 
the service which life insurance renders, 
telling how life insurance premiums 
make such buildings possible. In this 
connection he pointed out that slightly 
less than $600,000,000 have been loaned 











THE 


counties, cities and other municipalities 
for various public works. He also told 
of the part played by life insurance in 
creating the country’s ‘transportation 
systems, saying that it is doubtful if 
any of the major lines could have de- 
veloped to their present position with- 
out this extension of life insurance 
credit. 

He also touched on the big part life 
insurance took in saving the country 
during the recent panic in the securi- 
ties market, saying that nearly $2,000,- 
000,000 in policy loans were made by 
companies to preserve the solvency of 
the policyholders making the loans. 


Mays Welcomed Agents 


The agents were welcomed by Presi- 
dent Mays, who pictured the progress 
of the company leading up to the con- 
struction of the new building and he 
also touched on its prospects for the 
future. It was revealed that the con- 
tents of the safety deposit boxes in the 
new vault of the Grand National Bank 
on the first floor of the new building 
have been insured for $1,000,000. The 
bank did not carry insurance on the 
safety deposit boxes at the time five 
robbers invaded the bank on the morn- 
ing of May 25 and looted a number of 
safety deposit boxes of almost $1,000,000 
in cash, jewelry and securities. 

The new building fronts 100 feet on 
Olive street by a depth of 150 feet on a 
private driveway. It has garage space 
for fifty automobiles in the basement. 
The Continental Life occupies the sec- 
ond, third, fourth and fifth floors, while 
President Mays has his home in a beau- 
tiful apartment in the tower of the struc- 


ture, 
Building Cost 82,000,000 


The new building cost approximately 
$2,000,000. It is of white stone trimmed 
with bronze and black marble on the 
ground and mezzanine floors. It towers 
high above other buildings in St. Louis, 
as it is located on the top of a hill. A 





by life insurance companies to states, 


red neon beacon on a pedestal above the 
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Give More Reports on 
First Six Months, 1930 











New 

Business 
4,421,000 
20,879,461 
2,099,226 
11,278,267 
3,380,072 
*4,346,784 


Gain 

In Force 

$ 415,430 
1,942,938 
1,492,856 
1,064,906 
1,903,773 
727,254,233 


Amer. Sav., Mo...$ 
Commonwealth 

Equity, Neb. 
Eureka-Maryland. 
Gem City 
Michigan Life 





Nor. Amer. Reas 25,180,300 8,054,300 
State Mut., Mass... 40,319,275 22,724,816 
Surety Life, Mo 485,700 262,115 
Sun Life, Can. 349,510,467 275,650,717 
West Coast ...... 15,744,764 6,627,441 

States 14,074,171 4,800,000 


Western 
*Which includes $881,395 from Grange. 


tincluding $27,060,306 taken over from 
Grange. 


Report Fifty Million Gain 
in Equitable Life Assets 


Judging trom the experience of the 
Equitable Life, President Thomas I. 
Parkinson sees a sound and growing 
appreciation of life insurance by the 
American public for protection and in- 
vestment purposes. He made this com- 
ment at the monthly meeting of the 
board of directors of the Equitable Life, 
at the same time announcing that the 
assets of the society as of June 30 to- 
taled $1,230,442,740, an increase of $51,- 
051,576 for the first six months of the 
year. 

The new ordinary insurance issued 
and paid for during the first half of 
the year showed an increase of 8 per- 
cent over 1929. Payments to policy- 
holders for the six months’ period to- 
taled $87,490,680. New investments 
made by the society for the same pe- 
riod totaled $67,373,565. 


roof is visible to aviators many miles 
from St. Louis and can be seen by mo- 
torists twenty miles southwest and west 





of the city. 


Shepard Optimistic 
for Final Six Months 


Vice-President Walter T. Shep- 
ard of the Lincoln National Life 
is optimistic regarding the out- 
look for the final half of the 
year. “Many lines of industry are 
affected by the general business 
slump but our salesmen have been 
able to find plenty of concerns 
which are still going ahead,” Mr. 
Shepard said. “All the signs point 
to general business improvement 
in the fall. However, in times 
like these many men are tacking 
their financial sails and are in- 
creasing their life insurance in 
sizable amounts. The stock mar- 
ket crash has helped the life in- 
surance business immeasurably. 
Many business men are looking to 
endowment insurance with more 
favor as an investment, while 
others are covering their stock 
losses and estate shrinkage with 
life insurance,” he said. 











Situation Is Not 
At All Hopeless 


(CONT'D FROM PRECEDING 


impress upon the borrower his duty 1 
pay his policy loans, not some time, bu 
at the earliest possible opportunity. | 
his loan is not promptly paid in whok 
or in part, and particularly if interes 
thereon is permitted to accumulate, the 
it is certain that his policy will becom 
an attractive target for the twister.” 

Mr. Van Dyke also discusses the dis 
ability clause and the company’s ney 
building addition, excavation for whic 
recently was started. 


Read The National Underwriter recu- 





larly. Subscribe for a personal copy 
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L IFE INSU RANCE EDITION 


Strong Program at Rally 


of Northwestern Mutual 


MILWAUKEE, July 24—The Dis- 
\gents Association of the North- 


Strict 

mee Mutual Life, at its luncheon 
meeting this week during the annual 
Fconvention, elected officers for the en- 
Pcuing vear as follows: President, J. Y. 
PHamiin, Champaign, in: vice-president, 
PHamiiton Yancey, ‘Americus, Ga.; sec- 


Sretary-treasurer, V. C. Plummer, Rock- 


iord, ill, and the executive committee: 


says there are good part-time men avail- 
able in every walk of life and he plans 
for more development along this line. 

M. H. Sims, Mason City, Ia., told 
of making use of company ‘equipment 
in training agents. Insurance men need 
courage, he said, and they will have 
courage if they know their rate books, 
manuals and option § settlements—are 


| trained in the use of their tools. 


h\V. J. Cunningham, Charleston, .W. Va.; | 


E. L. Fryer, Rome, Ga.; R. L. Dillon, 
Lansing, Mich, and C. M. Stiller, 
Leavenworth, Kan. 

“Increasing Production Through Man- 
power Building” was the theme of the 
Fdistrict agents’ conference. H. L. Cra- 
mer, Joliet, Ill, introduced the subject 


Sand outlined the method to be used in 


studying it. 
2arsons is a Speaker 


Charles H. Parsons, superintendent 
of agencies, discussed the position of 
the district agent, dwelling on its ad- 


vantages and responsibilities. “The 


forder to reach the field as we should,” 
Mr. Parsons said. “The district agent 
Itherefore has a real responsibility, and 
ithe more men he has in the field the 
lmore business he will do. If this pro- 
gram is carried out he will dominate his 
ineld, and as a dominant agency in that 
field you will get more business.” 

M. J. Cleary, vice-president, announced 


that he will sponsor a cup for compe- | 


tition among district agencies. The 
basis of competition includes the follow- 
ing points: The district agent must con- 
tribute personally from 20 percent to 
60 percent of the production of the 
agency; largest per capita increase in 
paid-for business; per capita production; 
taking into consideration also percent- 
age of insurable population; largest ra- 
tio of new producing agents; largest 
number of agents producing over a cer- 
tain amount of business. 


Talk on Locating Producers 


R. E. Brooks, Princeton, Ill, told of 
“Using the Survey to Locate Potential 
} Producers.” He told how he follows 
the survey method advocated by the 
home office by dividing the district into 
townships, by getting township officials, 


school teachers and influential landhold- 
) ers, and by studying policyholders. Mr. 


% 
¥ 
3 
4 
a, 





Brooks advocated programming time as 


E. C. Bryan, Sheboygan, Wis., told 
of his methods of teaching new men to 
sell through joint work. J. C. Richter, 
Council Bluffs, Ia., discussed agency 
meetings and the value of agency bulle- 
tins and personal contact in supervising 
men. Contests, quotas and prizes as 
tools of supervision were discussed by 
Henry Laffer, Kansas City, Kan. 

H. L. Cramer of Joliet, Ill, was 


| . - . . * 
| chairman of this session. A question and 


discussion period was held, with a busi- 
ness session at which Emery L. Mane- 
gold of Wausau, Wis., president of the 
district agents’ association for 1929-1930, 


| presided. 


district agency system is necessary in | 


well as the other factors, as this con- | 


serves energy and avoids waste motion. 
R. E. Werts, Akron, Ohio, told of his 
methods of locating agents in larger 


centers. The three most common meth- | 
ods are personal contacts, contacts | 


through agents, and contacts through 
friends. Most men combine the three 
methods or use them in some combina- 
tion. 

Prospecting for Agents 


| 


“In prospecting for agents we should | 


not look for men who are failures in other | 


things, who are not good business men, 


or down and outers,” said Mr. Werts. | 


“They are not good risks for the district 
agent. We should search for young men 


without much responsibility, or in some 
cases men who are forced out of busi- | 
ness through some emergency such as 


their business. 
Getting the prospective agent to 


“eve it should be taken up and dealt 


» With by the district agent.” 


te tN E Ee iw Sin a = 


| 


Part-Timers Have Place 


x 2 Kemp of Wayne, Nebraska, 
his methods of securing part- 
ime men, who, he said, to some extent 
are necessary. He told of experience 
1 own agency last year, where of 
*1,000,000 paid-for business, 41 percent 
Was written by 13 part-timers. He uses 


} —= A 
ankers, general insurance and_ real | 


state men, and school teachers, but he 


mergers or unusual depression affecting | 


Visit your office is the next step,” he 
said - . : 

aid. “! advocate financing men. Some 
Ptop'e ignore this problem, but I be- | 


Wettengel New President 


G. R. Wettengel, Appleton, Wis., was 
named president of the Special & Dis- 
trict Agents Association at the annual 
meeting. E, H. Earley, Brooklyn, N. 
Y., one of the company’s youngest mil- 


| lion dollar producers, was named first 


vice-president. H. O. Emmert, who is 
with his father in the Emmert agency 
at Tulsa, Okla., was named second vice- 
president, and Frank L. Morse, Chi- 
cago, secretary-treasurer. 

Urges Definite Program 


“Using Northwestern Tools to Sell 
Northwestern Insurance” was the theme 
for agents under contract three years 
or longer. Ben H. Badenoch, Illinois 
special agent, was chairman. C. S. Beck, 
special agent, Toledo, who over a 
period of four years had average pro- 
duction of $934,250, and total produc- 
tion since 1926 of $3,737,000 on 150 
lives, urged agents to get as much in- 
formation as possible about clients be- 
fore trying to sell them, and then to 
outline a definite program. 

F. N. Tornow, Buffalo, with the com- 
pany seven years, whose average pro- 
duction for four years was $801,300, 
and total production since 1926 was 
$3,241,200 on 278 lives, also said it is 
always advisable to present a complete 
program. 

Tells How to Use Tools 


_ “Service That Sells,” was the sub- 
ject of R. T. Burns, Omaha, who has 
been with the company for ten years, 
and since 1926 produced $1,359,251 on 
150 lives, with average four-year pro- 
duction $339,813, told how he uses va- 
rious tools, 

R. F. Clendenin of Kentucky spoke 





Takes License Numbers 
of All the Funeral Cars” 


LL of the funerals from one 

of the leading undertaking 
establishments in San Antonio 
pass the local office of the Jeffer- 
son Standard Life en route to the 
cemetery. O. P. Schnabel, man- 
ager of the Jefferson Standard, 
has a member of his office force 
take the numbers of the cars in 
the funeral procession. The names 
of the owners of the cars, obtained 
by tracing the license numbers at 
the court house, are used for 
prospects. Mr. Schnabel says 
that people who have recently at- 
tended a funeral are more than 
ordinarily inclined to consider the 
possibility of death for them- 
selves and are therefore good 
prospects for life insurance. 
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FREDERICK WHITE 


President of the White & Odell Agency, Inc., of Minnesota, NY NL's home 
stete agency, which passed the $100,000,000 mark of insurance in force in 
June, 1930 


FRED WHITE 
LOOKS AHEAD 


WENTY-ONE and a half years ago Frederick White estab- 

lished a life insurance agency. He selected Northwestern 

National Life because he saw in its splendid directorate the 
backing that assured its success as a life insurance company. He 
believed that it would some day be one of the great life insurance 
companies of the country. 


He made no mistake in selecting NWNL. Today the agency 
he founded has insurance in force of over $100,000,000, nearly 
30 per cent of the Company's total of insurance in force, which is 
approaching the $350,000,000 mark. The importance of this ac- 
complishment is more fully appreciated when one realizes that 
only 76 companies out of the 320 in the United States have as 
much as $100,000,000 of insurance in force. The White & Odell 
Agency's production for the past nine months was in excess of 


$18,000,000 — $2,000,000 a month. 


To have built a $100,000,000 agency is a real achievement 

—possible only with a great company. But few companies can 

boast of such an agency. Many NWNL agencies are well on 

their way to the $100,000,000 mark. The Doorway to Oppor- 
tunity opens wider every year. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, Pacsiorxrt 


STRONG~> Minneapolis Minn. ~ LIBERAL 











THE DOORWAY TO OPPORTUNITY 
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on “Serving Policyholders Through 
Continuous Service with the Options.” 
He has been with the Northwestern 


Mutual since 1906, has been a marathon- 
ian many times and president of the 
Marathon Club from 1918 to 1920. He 
said “the public is sick of the rate book 
agent.” 

Life insurance as property was the 
theme of the second day’s discussions. 
A. R. Jaqua, associate editor Diamond 
Life Bulletins, Cincinnati, opened the 
discussions with, a talk on “Life Insur- 
ance as Propertyz—-During Life.” In an 
illustrated talk he emphasized this is the 
finest property procurable and the only 
long time accumulation plan available 
for a man of moderate means. “Life 
insurance will educate children, retire 
stock, pay the mortgage, and do many 
other things which are big, seen indi- 
vidually,” Mr. Jaqua said. “When you 
see the whole picture of life insurance 
it is not merely a financial plan, it is the 
financial plan.” Mr. Jaqua received an 
ovation. 

Walter H. Strauss, of Cincinnati, dis- 
cussed life insurance as property—after 
death. 


MeMillen Gives Luncheon 


C. D. Delphey, Goldsbury & Roberts 
agency of Pittsburgh discussed his 
presentation of the ordinary life policy 
as a thrift contract. 

Clifford L. McMillen, home general 
agent, summarized the morning’s ses- 
sion. Mr. McMillen was host Tuesday 
at his home at a luncheon in ‘honor of 
John H. Wiles, president Loose-Wiles 
Biscuit company, attended by President 
W. D. Van Dyke; Dr. C. E. Albright, 
L, J. Petit, Harry Johnston, Gen. Otto 
Falk, and Samuel Pearson, general 
agent, Kansas City. 

Group sessions were held Tuesday 
afternoon. P. Allen, general agent, 
Buffalo, N. Y., presided at the confer- 
ence for newer agents. Alex M. Worth, 
Durham, N. C., discussed time efficiency 
in relation to sales opportunity. Philip 
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Prominent People 
Are to Speak at 
Toronto Meeting 








There are some men well known in 
the fraternity who will address the Na- 
tional Life Underwriters Association 
convention at Toronto in September. 
Dr. S. S. Huebner, dean of the American 
College of Life Underwriters, head of 
the insurance department in the Whar- 
ton School of Commerce at the Uni- 
versity of Pennsylvania, is an outstand- 
ing figure and is personally known to 
hundreds of life insurance men, as he 
has given a number of addresses at sales 
congresses, life underwriters association 
meetings, company conventions, etc. 

Another well known man is John A. 
Stevenson, head of the home office gen- 
eral agency of the Penn Mutual Life at 
Philadelphia, who was formerly vice- 
president of the Equitable Life of New 
York in charge of its educational work. 
Mr. Stevenson was at one time a mem- 
ber of the faculty of the Carnegie In- 
stitute insurance salesmanship course. 
Prior to that he was on the faculty of 
the University of Illinois. 

Roger B. Hull, managing director of 








Cohen, special agent, Buffalo, gave a 
demonstration of use of telephones to 
make contacts. Cold canvass by tele- 
phone is better than cold canvass on 
foot, Mr. Cohen believes. 

John H. Wiles, millionaire president 
of Loose-Wiles Biscuit company, was 
speaker at the general session which 
closed the Tuesday business program. 
“IT can conceive of no better investment 
for the average business concern than 
to take out business insurance,” he de- 
clared. “It will not only safeguard cer- 
tain interests, but it will make partners 
feel more secure. 


the National Association of Life Under- 
writers, is another man who will be on 
the Toronto program, who needs no in- 
troduction to the fraternity because he 
is on the firing line at all times. He 
was educated at Yale and Harvard, re- 
ceiving his A. B. degree at Yale and 
LL.B degree at Harvard. He was for- 
merly assistant attorney general of 
Porto Rico and special assistant to the 
attorney general of the United States. 


Earl G. Manning 


Earl G. Manning, associate manager 
in the Paul F. Clark general agency, 
John Hancock Mutuat at Boston has 
charge this year of the million dollar 
round table forum. Mr. Manning is also 
an author of insurance books and liter- 
ature. He is a million dollar producer 
and is prominent in the conventions of 
the National association. At the million 
dollar round table this year Mr. Mann- 
ing will speak on “Advertising for the 
Individual Big Producer” and “Methods 
Which Have Proved Successful by My- 
self.” He and Charles C. Gilman are 
on the program for a sales demonstra- 
tion at one of the sessions. Mr. Gilman 
is with the National Life of Vermont in 
Boston. 

Among others on the program are R. 
C. Borden, A. C. Bussey, associate pro- 
fessors public speaking, New York Uni- 
versity; Louis M. Crandall, New Eng- 
land Mutual, Norwich, Conn.; William 
F. Dineen, educational director, Mutual 
Life of New York, Chicago; Clyde F. 
Gay, assistant superintendent of agen- 
cies, Aetna Life; Charles C. Gilman, 
National Life of Vermont, Boston; Clay 
Hamlin, general agent, Mutual Benefit 
Life, Buffalo; Jas. E. Kavanagh, second 
vice- ‘president, Metropolitan Life; L. N. 
L’Esperance, Imperial Life, Montreal; 
J. J. Leddy, London Life, Saskatoon; 
John G., Lonsdale, president, Trust 
Company Division, American Bankers 
Association, New York; A. N. Mitchell, 
general manager, Canada Life; John 
Morrell, associate manager, Equitable 
Life of New York, Chicago; W. W. 





Swanson, professor of Economics, Uni- 








versity of Saskatchewan; J. F. Weste 
managing director, Imperial Life, Ty 
onto. 

Brief addresses will be or taal 
insurance commissioners including, j 
hoped, Howard P. Dunham of Con: a. 
cut, G. D. Finlayson, dominion supe 
intendent, Ottawa and R. Leight 
Foster, superintendent of Ontario. 


Theme of the Convention 
The theme of the convention will 


“Life Underwriting; Yesterday, Tod, 
and Tomorrow.” The convention y 


open with the performance of a uniqi) 


playlet in three acts, featuring +) 
theme. Fred C. Gerred of the Lond 
Life, Toronto, is the author and dire 
tor. 

The greatest possible emphasis ly 
been placed upon actual selling topj 
and speakers qualified to aid the | 


underwriter of today to a larger succes 
in his chosen calling, were selected id 


the program. A special managers’ seu 
sion will be under the leadership of Joh! 
Marshall Holcombe of the Life Insy 
ance Sales Research Bureau. James E 
ton Bragg of New York will condy 
an “open forum.” 


Life, Toronto, president of the —— 
organization and Frank C. Hoy, Canaé 
Life, Toronto, chairman Bae Ben 
committee, are planning recreation fe 
tures. 

Tentative plans include an inform 
dinner on Sept. 25, to be followed 
an elaborate revue staged by Will | 
White of Toronto, famed as a conve 
tion entertainer. 


Held for Claim Fraud 


forging the names 
eight physicians to certificates of 
ness, on which he collected insurar 
benefits, William A. Johnson of McKee 
port, Pa., a collector for the Washingt 
Fidelity National, was held on seven 
counts. ¢. G. Schillerstrom, compa 
manager, testified that Johnson had 
rived about $1,000 since Feb. 2 from: 
series of alleged insurance swindles 


Charged with 











T. D. BLAIR, 
Agency Manager 


Under Tents of Contentment 


There’s an ever-growing army of satisfied 
Pilot policyholders shielded by real protec- 
- From a distance these tents look 
Se seus 


Those who come to know the Pilot Life 
line, however, realize what a diversity of 
coverage is available, with policies to meet 
every individual need. 


Here Are The Pilot Tools: 


Participating and non-participating plans. 
Non-medical on Men and Women. 


Endowment and ordinary life policies on 
children. 


Disability and double indemnity contracts 
for both men and women. 


Sub-standard risk contracts. 


Complete accident coverage, including poli- 
cies for children. 


Training school and home office assistance. 


Liberal first year and non-forfeitable com- |) 
missions, 


. 
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A. W. McALISTER, 


GREENSBORO, N. C. 


President 


PILOT LIFE INSURANCE COMPANY , 





A. E. Rundle of the North Americe® 
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Bankers Life Issues Novel 
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Family Protection Policy 





LEAN UP FUND IS INCLUDED 





‘Three Forms on 10, 15 and 20 Year 


Plans Convert to Low Rate 
Ordinary Life 





Particular interest attaches to an- 
;ouncement of the Bankers Life of Des 
Moines of issuarfce of a family protec- 
tion contract similar to that originated 
y the Continental American of Dela- 
ware on 10, 15 and 20 year bases, but 
with automatic conversion to a low rate 


Mordinary life at the end of the income 


period basis, with provision for a 10 per- 
cent clean up fund payment at death 
f assured. 

Inclusion bv other companies of pre- 
imium for the annuity feature in a level 
rate extending over the life of the con- 
ract, although liability for the 12 per- 
ent a year income to beneficiary ceases 
at the end of the 10th, 15th or 20th 
year, according to contract, has not 
some actuaries, who fear ex- 
essive lapsation after that period due 


Mto the fact the assured will believe he 


is “paying for a dead horse.” 
Gets Around Objection 
The Bankers Life is one of the few 
companies so far to get around this ob- 


jection. Due to the presence of a re- 
serve value at the end of the annuity 


Pperiod, it is possible to convert to or- 


dinary life at a very low rate. 

The Bankers’ policy, similar to all 
other family income contracts, will pay 
annuity to beneficiary if assured dies in 
the 10, 15 or 20 year annuity period, 


Hcontinuing to the end of the period, and 


then will pay the face in cash or under 


Hsettlement option, and if death occurs 


after the period will pay the face. The 





10 percent cleanup fund, however, 
payable immediately after assured’s 
death. 


18 


Rate Is 10 Percent Lower 


After the annuity period the guaran- 


mteed premium automatically is lowered 


to a rate more than 10 percent less 


ethan the ordinary life rate at original 


isfied 
otec- 
look 


Life 


y of 
meet 


is: 


racts 


mdend earnings. 


age at issue, and then only the face is 
paid in case of death. 

_ This is a participating contract. It 
is emphasized the cleanup fund is guar- 
anteed and is not dependent on divi- 
‘ The company will con- 
sider disability and/or double indemnity 


on this form, either for waiver of pre- 


mium or income disability, and is writ- 
ing this in two clauses, one the new 
standard 120-day clause and the other 
the older 90-day clause, the latter only 
i states which have not required the 


m@ standard clause. 


rhe company will not rewrite on this 
plan any life or endowment policies al 
ready or hereafter to be issued on any 
other plan, although term or business 
Protection policies may be converted to 
this plan at attained age, subject to med- 
ical examination. 


Method of Setting Limits 


In arriving at limits, each $1,000 of 
the 20 year contracts is to be consid- 
ered as $2,300, each $1,000 of 15 year 
benefit at $2,100 and each $1,000 of 10 
year as $1,800, in applying to the com- 
Pany's regular limits. This policy may 
not be converted to another plan before 
the end of the annuity period. 

. The Bankers Life also announces a 
joint life annuity, the first contract of 
this type to be issued, which may be 
used in conjunction with the family pro- 
tection form. At equal ages 70 of as- 
sured and beneficiary, accumulated value 
On $10,000, if dividends have been left 
to accumulate during life of the policy, 
Will give approximately $95 income a 
month, to which will be added dividends, 
~—e around $100 monthly to assured 
: ‘ong as he lives, and then to benefici- 
ty for life. At equal ages 65 the an- 


q nuity plus dividend approximates $70 a 





LIFE 


INSURA 





NCE EDITION 





month. Rates per $10,000 for the three 
plans at representative ages, together 
with income disability, are: 







10-Year 15-Year 20-Year 

With With 
Age Prem. Dis. Prem. Dis. 
30.. ecco sees sees 7 27.04 
30 25.20 28.99 
35 28.78 33.12 
40 33.66 38.72 
45. 40.58 46.60 
50 58.04 


come period are for representative ages: 


20, $15.50; 25, $17.37; 30, $19.77; 35, 
$22.89; 40, $27.03; 45, $32.60; 50, $40.23; 
55, $50.75; 60, $65.35; 65, $85.85. 


Rates on the 10 and 15 year forms 
are not quoted before age 30, but these 
two contracts are issued at ages 30 to 
65 inclusive, whereas the 20 year form 
is issued at ages 20 to 60 inclusive. 


Henderson Locates in Chicago 


E. E. Henderson, who was appointed 
field supervisor for the Pacific Mutual 
Life, and who has been spending a few 
weeks at the home office, left Los An- 
geles July 21 in his car and will motor 
through to Chicago, which will be his 
headquarters and where he will assume 
the duties of his new position. 

















ELBERT STORER 


Elbert Storer, of Indianapolis, agency 





| manager 


of the Bankers Life and an 





9 
active association worker in every 
movement for the general good of the 
business, is being proposed by various 
Indiana life associations as a nominee 
for one of the vice-presidencies of the 
National Association of Life Underwrit- 
ers when the annual meeting is held at 
Toronto in September. 

Mr. Storer has held some of the most 
important official positions in various 
Indiana insurance associations. He has 
been president of the Indianapolis As- 
sociation of Life Underwriters, president 
of the Insurance Federation of Indiana, 
chairman of Indiana Insurance Day and 
now is president of the General Agents 
Association of Indianapolis. 


National Executive Committee Man 


He has been a member of the execu- 
tive committee of the National associa- 
tion for five years and has shown great 
interest in building up association mem- 
bership and in broadening the view- 
point of National association activities. 

In all his various association rela- 
tionships he has given a good account 

In the field of production for his com- 
pany, Mr. Storer has also made good. 
He has been agency manager of the 
Bankers Life for 16 years and during 
four of the last eight years has led the 
country for his company on new busi- 
ness. 








1. 


scale* 


TOTAL 


Assets $19,000,000 


AND NOW 
THE FAMILY INCOME 


Which provides on $10,000 of Insurance, a Monthly Income 
of $100 for either 10 or 20 years with full face amount pay- 
able at the end of either period. For illustration—age 25— 
A CLEAN UP Fund is provided through the yearly 
dividends—which purchase without examination one 


year term insurance. Amount payable for instance in 
event of death the second year, on present dividend 


00a es. 68626 O68 66S OOS SOSH OSOECSORaeeesense ese are 


$100 MONTHLY INCOME for 19 years (228 months) 22,800 


Surplus interest of 112% for 19 years 


Face Amount—which could still be left under the in- 
come options—present interest rate 5%* 


Total Disability and Double Accident Benefits optional. 
*Based on Present Dividend Scale and Interest Rate. 


Guaranteed. 


Write for details relative to General Agency contract 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


eeoeoeeoreeeee eee e 8 


In force $110,000,000 


4,729 


10,000 





$41,079 


Not 
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UNITY 
OF 
. PURPOSE. 


* 


The men who have chosen the 


sellingoflifeinsuranceas their 





business have done so because 
they see in it an opportunity 


to earn a substantial income. 


The Inter-Southern knows 
this is true of its men. Through 
the guidance and help and co- 
operation of the home office, 
the Inter-Southern develops 


in its agents the power to earn. 


The unity of purpose is re- 
flected in the Inter-Southern’s 
constantly growing force of 
general agents and field rep- 


resentatives. 


The Inter-Southern invites 


ambitious men into its family. 














INSURANCE CO. 


LOUISVILLE, KENTUCKY. 
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CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 
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AS SEEN FROM NEW YORK | 


By C. C. NASH, Jr. 
(Nash of the National) — | 

















H, G. HENDERSON 


Assistant Manager, Life Department 
Johnson & Higgins 


H. G. Henderson has been appointed 
assistant manager of the life department 
of Johnson & Higgins of New York, 
assisting Gerald A. Eubank, general 
manager. Mr. Henderson is one of the 
youngest chief executives in the busi- 
ness, being only 29 years cld. He is 
one of the best-versed life underwriters 
and has a reputation among New York 
City offices as being one of the keenest 
inside agency men and brokerage direc- 
tors. 

He has only been in the life business 
for six years, that being entirely with 
Mr. Eubank in various capacities. A 
native Canadian, Mr. Henderson first 
engaged in the banking business. When 
he was 18 years old he moved to De- 
troit to become a bookkeeper with the 
National Bank of Commerce. With that 
bank he was later manager of the clear- 
ing department, receiving teller, paying 
teller and finally discount clerk. He 
was only 23 years old when given these 
important posts. It was while there 
that Mr. Eubank, then in the life insur- 
ance business in Detroit, first met Mr. 
Henderson and was impressed with his 
ability. 

Persuading the young man to trans- 
fer his efforts to life insurance, he called 
him to New York, Jan. 1, 1924, to be- 
come associated with Hart & Eubank, 
the newly formed Aetna Life general 
agency, which became the largest 
agency in the country. Mr. Henderson 
remained with that firm until its disso- 
lution in 1927 and then went with Mr. 
Eubank to operate independently for a 
few months, continuing with Mr. Eu- 
bank when the latter opened the life de- 
partment for Johnson & Higgins in De- 
cember, 1927. He has been office man- 
ager, specializing in brokerage business 
since then. 

* * * 


MeMAHON APPOINTMENT FORECAST 


Though Governor Roosevelt of New 
York has given no hint thus far as to 
his probable selection of an insurance 
superintendent in succession to Albert 
Conway, resigned a month ago to as- 
sume a judgeship in Kings county, the 
conviction is still general that the post 
will go to Edward M. McMahon, a 
prominent attorney of New York City. 
e+ + 
HUGE JUNE TOTAL 
Splendid records were made by mem- 
bers of the Bleetstein agency of the 





Equitable Life of New York during 











month with 516 applications for $3, 472. 
200, making the written total of thy 


in the city and country. I. Foster Sten 
led the agency with $205,000, Fran} 


16 others wrote over $50,000 and eleve 
additional over $35,000 for the month 


$35,000. 


Colgrove Loses Decision 
in Test Case; Will Appeal 


The 


state of Illinois and its 


over the “Mutual E state 
plan of life insurance sel 


in litigation 
Associations’ 


ing originated and pushed on a fe 
basis by C. W. Colgrove of Chicago 
when Circuit Judge Briggle of Sanga 
mon county at Springfield, IIL, sus 
tained the state’s demurrer to Mr. Col. 
grove’s injunction. The life insurance 


man some time ago was granted a tem. 
porary injunction preventing the de 
partment from enforcing its order 
Mr. Colgrove to cease operations unde 
his plan in Illinois. The state conten 
there is a gambling feature contrary ¢ 
public policy. Mr. Colgrove’s attorne 
gave notice Wednesday of appeal to th 
supreme court. 


Life Trusts Tax Exempt 


Life insurance trusts are exempt fro: 
inheritance taxes in Illinois, under 
ruling by Attorney General Carlstron 
He takes the position that this type « 
trust was not conceived to lessen o 
avoid inheritance taxes, but in order 
fill a definite economic need and t 
protect the proceeds of life insuranc 
from dissipation. In his ruling he said 

“This exemption, for 


protected. In my opinion, 
of an insurance trust and the executior 
of a trust agreement therefor for the 
benefit of the actual beneficiary, cor 
stitutes in no sense a new and separatt 
transfer but is merely a protective in- 
cident to the designation of the rea 
beneficiary.” 

Attorney General Carlstrom’s opinioz 
is concurred in by County Judge Jar- 
ecki who, as county judge is jointly 
charged with the attorney general wit 
the assessment and collection of inherit- 
ance taxes in Cook county. 


Davis at Home Office 


Nelson F. Davis has been appointed 


delphian, the product of James Tyson 
general agent there. Although Mr. Davi 
is a young man, he is well grounded on 
life insurance and the value of educa 
tion for modern sales service. He is 
oo of Bucknell University, wher 
his father is a dean. His life insurance 
experience has been with Mr. Tyson it 
Philadelphia, where he has been agent 
supervisor and assistant manager, at the 
same time qualifying for the leaders 
club. 


SPRINGFIELD, Ill, July 24—At 


torneys for several Modern Woodmet 


cently sued in Sangamon county circu 
court here to enjoin application of nes 
increased rates, dismissed the suit with 
out prejudice today. 





The operating name of the Oklalom 
Reserve Life Insurance Association ha 





been changed to the Oklahoma Statt 


| Mutual Life Association, and the hom 
office changed from Lawton to Ardmor 


june. Celebrating the first anniversan) ‘a 
Made Assistant of his managership, the agents prj 


sented A. Bleetstein at the end of thi 
agency for June rank with the leaden 
Shulman was second with $139,500, anil 


making 29 with a written total of ovely 


insur. 
ance department gained a point July 2) 


evident ani] 
cogent reasons, should be continued ani! 
a cre ation} 


director of education of the Guardiat} 
Life of New York. Mr. Davis is a Phila-| 
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members over 70 years of age who tt | 
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E state 
ice sel}. 

a te 
~hicago am 

Sangi. 
“ oo WALTER H. ECKERT 

. Col 
surance Walter H. Eckert, second vice-presi- 
a tem) |) dent of the Chicago Bar Association, a 
he de member of the law firm of Loucks, Eck- 
rder t ert & Peterson of that city, and chair- 
3 under man of the Legal Section of the Ameri- 
ontends can Life Convention, has been selected 
rary t by the American Bar Association to 
ttorne; go to England for the purpose of ac- 
to the companying to this country a delega- 


tion of approximately 300 distinguished 
judges and lawyers of the English, 
+ French, Scottish and Irish Free State 
bars, who will be guests of the Ameri- 


t fror can Bar Association at their annual 
ader 3 meeting. 

Istron This comes as a distinct honor to in- 
ype ol surance as Mr. Eckert is well known to 
sen of insurance interests throughout the coun- 
der t try. He is general counsel of the Fed- 
ind | eral Life of Chicago and is an associate 
uranct} of George E. Turner representative of 


e said} the Association of Casualty & Surety 





t ant) Executives, and former counsel of the 
ed ami} Casualty Information Clearing House. 
ial Mr. Eckert sailed from New York July 
; ony 
or the} —— 
, COn 
part’ Hull Talks on 
ve it- . 
e rea Business Robot 
pinior (CONTINUED FROM PAGE 3) 
e Jar: just ahead, and to a very large extent, 
jointly those new agencies. 
| wit! “Peace of mind, comfort, fellowship, 
sherit- loyalty, the orderly attainment of ordi- 
Nate ambitions—these things, the dur- 
able satisfactions of life, will replace the 
ialse iacts, false hopes, false fears, false 
tastes of the conventions of our times. 
pinted | Opportunity fer Agents 
— “Just as business management is be- 
em ing turned over increasingly to indus- 
Davi trial engineers, our social and human 
od os problems will come more and more into 
oe the hands of such as you—leaders in the 
> ie most humanistic business that the world 
where Nas ever known. 
aia We have only begun to scratch the 
sony * surtace of the application of the functions 
onal and tundamentals of life insurance to 
t the our social, industrial, family and personal 
ders relationships, We have only touched 
the tringe of our potentialities.” 
Profession Fulfills Trust 
Mr. Hull says there has not been any 
_At very conclusive discussion of old age or 
iment ote ployment insurance, and these and 
a coer new factors create great responsi- 
rent r ities which life insurance men will 
et Sacharge effectively. He says there ap- 
vith: Pears no body of men and women today 
charged with greater responsibility to 
Society and to their vocation, and he 
*ays they are doing a great deal already 
= 'O Tulfill this trust. 
a. P As differentiated from the “Robot” of 
ome ‘ommerce, Mr. Hull says, the life insur- 
10re ance field man, and even the home office 








man, is essentially a human being, lead- 
ing a “tremendously human life.” 





Emotionalism Has a Place 


He cited instances of this observed on | 
his recent speaking tour of many states | 
in company with several leading life | 
men, and he insisted that “rational use | 
of emotionalism” has a secure place in 
the business. He says the life agent is 
dealing in a commodity called “human 
hapiness.” 

Mr. Hull finds that the life under- 
writer “has caught a spirit of devotion 
to a cause, a loyalty to his competitors 
and to his profession, and a passion for | 
service which are leading him inexorably 
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| and triumphantly” to the newer under- 


standing of civilization defined by Calvin 
Coolidge in his Fourth of July address 


las the “division of labor, cooperation, 


mutual kindliness and helpfulness” and 
“a more adequate recognition of our de- 
pendence.” 


New Schedule Sent Out 


The New York department has sent 
out to life companies the draft of sched- 
ule Q of the annual report upon which 
form returns must be made for the cal- 
endar year 1930. This form covers in 
detail the*method of ascertaining the 
first year and total expenses and ex- 


11 


pense limits which are regulated by the 
provisions of section 97. Included with 
the draft of schedule Q are rulings of 
the department on the expense allow- 
ance on policies for decreasing term to 
age 65 and for the so-called family pro- 
tection policy. Criticisms may be made 
by the companies up to the time the 
schedule goes to press, which will be in 
about a month. 


The Nerth American Life of Canada 
|has organized a Leaders’ club. J. : 
Collins of Edmonton is its first presi- 
and H. C. Henderson of Toronto 
vice-president. 


| 
| 
| dent, 

is the 





Read The National Underwriter regu- 
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THANKS 


TOTAL 


*Based on Present 


To the Continental American Life 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


OF SAINT PAUL 


Following a long established practice of giving to its splendid 
Field Force everything to sell that is good in Profit-sharing Life 
Insurance—ANNOUNCES 


THE FAMILY INCOME BOND 


Which provides on $10,000 of Insurance, a Monthly Income of 
$100 for either 10 or 20 years with full face amount payable at the 
end of either period. For illustration—age 25— 


1. A CLEAN-UP Fund is provided through the yearly 
dividends—which purchase without examination, one 
year term insurance. Amount payable for instance in 
event of death the first month of second year, on 
present dividend scale* 

2. $100 MONTHLY INCOME for 19 years (228 months). 22,800 

3. Surplus interest of 112% for 19 years* 

4. Face Amount—which could still be left under the in- 
come options—present interest rate 5%* 


*eeteeeeneeeeenewneeree 


oeeeveeree eee eee eeeeeeeeeeeeeeeeeeeereeee renee 


Total Disability and Double Accident Benefits optional. 


Dividend Scale and Interest Rate. Not 


“ee eeeeeene 


2,850 


10,000 
$38,694 


Guaranteed. 








last year of over 65%. 








Business for 1930—Our Fiftieth Anniversary—Continues showing splendid in- 
creases over 1929. The total from January through May will be an increase over 














COLORADO——— ILLINOIS———— INDIANA 


NSAS——CALIFORNIA— 


O. W. JOHNSON, President 
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AGENCY MANAGERS FOR 


PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 


KANSAS———KENTUCK Y———- MICHIGAN MINNESOTA ——-MISSOURI 


‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 





VNIIOUVD HLYON 


S. W. GOSS, Vice-President 


HIO——_—-OREGON——— PENNS YLVANIA———- TENNESSEE———- VIRGINIA—— WASHINGTON WEST VIRGINIA—-—NEB 
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Rated 
*Kxecellent’’ 


Of the 321 Life companies included 
in Best’s Life Rating Chart for 1930, 
119 are rated as “A” or “Excellent.” 


The B. M.A. is among the 119 rated. 


And with but one exception is the 
youngest company to receive the “A” 
rating. 


At the close of 10 years in the Life 
field, the B. M. A. had $87,000,000.00 
Life Insurance in force (the largest 
amount of any company of equal age 
in existence). 


BUSINESS MEN’S 
ASSURANCE COMPANY 


Kansas City 
Missouri 
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Has 41 Percent Increase 


Lincoln National Shows Remarkable 
Business Boom in First Six 


Months This Year 


A gain of 41 percent in new paid for 
business was registered in the first six 
months by the Lincoln National, The 
total for the period was $127,871,000 
against $90,338,000 for the same period 
last year. 

The big gain registered by the Lin- 
coln National in the first half of the 
year is further emphasized when com- 
pared with the business for the same 
period in 1928 when $73,000,000 were 
produced or $54,000,000 less than this 
year. 

C. M. Varde, of Chicago, was the 
leading producer for the first half of 
the year, closely followed by T. I. 
Ramer, of Wilkes-Barre; Howard C. 
Lawrence, of Newark, N. J.; and Her- 
bert C. Campbell, of Columbus, Ohio. 
The O. D. Douglas San Antonio agency 
was the leading agency, with the Minne- 
apolis agency second and the Los An- 
geles agency third. E. L. Brand’s 
agency, in Chicago, was fourth, and the 
C. A. Wooster agency, in Philadelphia, 
was fifth. 

In the early days of the company 
most of its business was sold in the 
surrounding home territory but in the 
last few years its expansion has re- 
sulted in many agency honors being car- 
ried to distant points. 


EXAMINATION DISCLOSES 
DEFICIT IN MIDWEST LIFE 





A report of an examination of the 
Midwest Life of St. Louis, filed with 
the St. Louis circuit court showed as- 
sets of $208,970 and liabilities of $239,- 
897, indicating a deficit of $30,927. The 
amount of insurance in force was re- 
ported as $1,133,650. 

The company was taken over by the 
Missouri department several weeks ago. 
The report of the examination includes 
the assertion that there was an over- 
issue of $27,250 of capital stock. The 
company was capitalized for $100,000. 

“It appears that the company officials 
have used the stock certificate book 
more in the form of a check book,” the 
report stated. “As all of the other se- 
curities of the company had been hypo- 
thecated, and there was nothing lett to 
secure further loans, the stock book 
seemed a last resource.” 

The examiners found that the four 
branches operated by the company had 
not remitted any premiums to the home 
office because their expenses equaled or 
exceeded collections. The company was 
organized in 1921 and was owned and 
operated by Negroes. 


American National, St. Louis 


The first six months of this year the 
agency organization of the Americar 
National of St. Louis produced $3,000,- 
000 of new business compared with $2,- 
300,000 for the same period last year. 
President O. L. Holland is confident 
that his agents will pay for more than 
$6,000,000 in 1930. 


Business Men’s Assurance 


The Business Men’s Assurance will 
start moving from its present offices in 
the Gates building to its new home on 
the Union Station Plaza about Aug. 15. 





Will Meet on Gulf Coast 


Owing to the fact that the State Mu- 
tual Agency Club did not desire to meet 
next year in the summer, it was voted 
to hold the convention, Jan, 26-28. 1932 
at Edgewater Park, Miss. R. J. Wiese, 
Chicago general agent, is president. 


Well Known Fire Company Executiy. 
Heads the General Mutual 
of Van Wert 


c. A. L. Purmort has been elected 
president of the new General Mutua 
Life of Van Wert. L. G. Purmort is 


M. McGee, superintendent of agencies 


dent; F. W. Purmort, assistant 
tary; Paul W. Purmort, assistant secre. 
tary; C. V. Hoke, general counsel 
Robert Robbins, director of publicity 
Many of these men are officers of the 
Central Manufacturers Mutual Fire 
Ohio Millers Mutual Fire, and Ohi 
Underwriters Mutual Fire, all of Van 
Wert. 


institutions. 


tial basis and in starting the new life 
company they are taking advantage oj 


In honor of the Purmort family a 
civic dinner will be held at Van Wert 
next Monday evening. H. A. Egers 
is general chairman of the committee 
Judge C. S. Younger, Ohio insurance 
superintendent, will be present 
speak. 


Pacific Mutual Life Sets 


and 
alld 


A new daily record of business was 
established July 7, when 745 applica- 
tions for life insurance were received, 
totaling $3,770,000. Up to the close of 
business on July 14, total new business 
written in July amounted to $8,016,270, 
as against $4,454,440 in 1929, a gain of 
$3,561,830, or nearly 80 percent. 
the six months ended June 30, last, new 
paid for business aggregated $44,249- 
645, as against $40,940,437 in the first 
half of 1929, an increase of $3,309,208. 
Total written business for the half year 
amounted to $66,631,168, compared with 
$54,737,196 during the same period of 
last year, a gain of $11,893,972. Fully 
60 percent of this business was written 
east of the Rocky Mountains, whereas 
a few years ago the bulk of the com- 





pany’s business was obtained in the 
west. 
Seaboard Life’s Figures 


The Seaboard Life of Houston, Tex 
in its semiannual statement shows new 
business $2,352,059, insurance in f 
$13,879,494, lapses $1,074,071, lapse rate 
17 percent, premium income $156,900, 
total income $187,077, total 
ments $122,794. 
year’s commissions 
was 56.7 percent. The average size ol! 
policies was $2,434. Its assets are $623, 
047, capital $250,000, net surplus #23,- 
271. 


to new 


North American Life, Toronto 


TORONTO, CAN., July 24.—In January, 
the 50th anniversary of the North Ameri- 
ean Life will be celebrated and in the 
following September a joint conventio! 
of its Nalaco Club will be held at Minak 
Lodge, Ont. Officers of the Nalaco Club 
for 1930-31 are: Eastern division, A. FE 
Rundle, Toronto, president, and W. H 
Ford, Hamilton, vice-president, weste! 
division F. W. Lockyer, state of Wasi- 
ington, president, and G. H. Gould, Ed- 
monton, vice-president. 





Life Company Notes 
The Illinois Bankers Life of Monmouth, 
Ill., has been licensed in Nebraska. 
The Security Mutual Life of Nebraska 
increased its underwriting for the firs 





The Continental National Life of Den- 











ver wrote $659,500 of business during 
June. | 








six months 30 percent, or $800,000 ove! 
its new business for the corresponding 
period of 1929. 













































vice-president and treasurer; C. M. Pur. 
mort, vice-president and secretary; 0.) 


James S. Kemper of Chicago, vice-presi- 7 
secre. & 


Members of the Purmort family 7 
constitute the driving force behind these 7} 
They have built up their | 
fire insurance companies on a substan- | 


the momentum achieved in the fire field. | 


Day’s Production Record In co 


During | 


{ 


force | 


disburse- J 
The percentage of lirst J 
premiums | 
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4 b sles to Income Canvass 


iced ae 7 Wy 
scutive. Missouri State Vice-President Gives for Am h j . 


Interesting Talk at Asheville, ny 
N. C., Agency Meeting gion 








le 4 

oad | Emphasis at the convention of the \ 
ort is Missouri State Life’s Quarter Million 
. Pur. Sciub at Asheville, N. C., was placed by g 
vy: © @ajohn J. Moriarty, vice-president, on in- A) 


‘ncies: peycreased Man-power and greater produc- 


-presi- agtion, on the stressing of income settle- 
secre. Bnents rather than lump sum, and on a 4 
Imuch higher type of field underwrit- 


secre- 
unsel: Beng by agents. 

Mr. Moriarty also spoke of the edu- 
ational work of many companies among 
Nagents, stating that from comments of 
Scompany officials he finds this has been 
somewhat disappointing, partly because 


= 
a 
re ee 





Var - 

Wt perhaps too much emphasis has been 
these pmplaced on the technical and theoretical, 
thes land not enough on the practical side. 

bstan- ; Way to Larger Applications 

w life 

ge oj He believes greater stressing of in- 

- field, come settlements will result in larger 

lily a applications. “The beneficiary’s real po- 

Wert sition with respect to the economic as- 

‘gerss | spect of life is made much clearer when 


nittee.| =policy settlements are expressed in 
irance | aterms of income,” he says, “for living 
and | sneeds of a person are recurrent and con- 
istant, and there is no wizardry in do- 
imestic economy that can be practiced 
ithat will make a $10 a month income 
cover $100 a month of needs.” 
cord | In commenting on educational ef- 
iforts among agents, he says: 


Develop Practical Training 





> Was 

plica- “The company feels that proper train- 

eived, | Jing is a most important factor in the 

se of success of an agent, and is going to 

siness continue its educational department, but 

6,270, we plan to give our men instruction of 

‘in of a more practical nature than heretofore. 

uring We are convinced that training of the 

, new man in the field by having a competent 

»249,- instructor go out with him and solicit 

first actual cases is more effective than pro- 

9,208 longed training in the school room in 

year § the technical aspects of the business. 

with § “We do not mean that he does not hed 1868 

ul of BB need technical training. He does need : aver 

Fully § that training, but his training cannot 

ritten ES} stop there. It must be continued and 

ereas projected into the field; he must re- roe , R : ) 

san‘ Illodte tabden on to ta. National Life Insurance Company 

the ry ° ’ 26 
Should Know Own Contracts ; of th e U nitead States of A merica 


Chicago, Illinois 
) ; ja 
{Ibert M. Johnson Kobert D ua 


“We recognize that it is fundament- 
» ally essential that men selling insurance 
should know what they are selling. Our 
nen ' }men should know our policy contracts 


Force thoroughly. They should know them 

anes so well that no one can trip them up. Exe e Vice-President 

Oi | urge upon you the importance too of 

wae. knowing your rate book. I do not ask 

rst you to try to commit to memory every 

anne policy contract and all the rates, but I 
of |. do feel that it is most important for a 

509. man selling insurance to know what || | | | | | | i \ \ \ \ 
é this contracts provide. 


“I am not going to ask any man to 
spend the time necessary to make of . 
himself an actuary or expert account- 
ant, or to be able to calculate premiums 











on } tor special contracts, but I do say that 
. ; every man. should thoroughly familiarize JUVENII E 
ti g himselt with the contents of the rate LN.L . , F 
naki J book so that he may be able to give in- 
lu § telligent information.” 5 
E 3 fel leda lee: eg are, Luyei - 
4 —— ____- = 





Bell Heads Agency Club 





s Mention 
| H. H. Bell, manager Pittsburgh of- 
» "ce of the Missouri State Life was The National 
=) "amed as president of the Quarter Mil- Underwriter 
Pi og ub at the annual convention held 7 when writing 
+t) = in Nashville, Tenn., and Asheville, N. C. Cad #a ae 
; ee ’ - Easy to sell for a free co 
ye officers elected were: M. Tanaka SS = of py 
ska 9 Of the MacDowell agency, Honolulu, 
eo vice-president, and H. C. Lorick, gen- “The Lincoin 
ing eral agent at Augusta, Ga., second vice- Life Man.”’ 








president. 
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LIFE COMPANY CONVENTIONS | 














meas Life in Celebration 





North Carolina Agents Hold Meeting 
at Asheville to Observe Silver 
Anniversary 





The field force of the Imperial Life 
of Asheville, N, C., celebrated the com- 
pany’s silver anniversary at a conven- 
tion in that city, which started July 24 


and was to continue through Friday. 
President Gay Green led off with an 
optimistic note to the effect that al- 


though it has been recognized for some 
months that business in North Carolina 
has been subnormal, Imperial Life sales 
have shown a greater increase this year 
than in any similar period in its history, 
and the week of June 16 brought the 
greatest production ever obtained in 
seven days. 
Attendance was 
Carolina agents, 
ville, Charlotte, 
Gastonia, 
Point, New Bern, 
Rocky Mount, 
Wilmington 


North 
Ashe- 
Fayetteville, 
Hickory, High 
Raleigh, Rockingham, 

Rutherfordton, Salisbury, 
and Winston-Salem. 


strictly of 
principally from 
Durham, 
Greensboro, i 





Mayor Roberts of Asheville gave the 
welcome, to which President Green re- 
sponded. Auditor J. Warlick explained 
operation of the home office, giving 
demonstrations, assisted by home office 
officials and employes. 

A base ball game in the afternoon 
and a dinner and theater party con- 
cluded the first day. 

Vice-president J. N. Jarrett, Treasurer 
W. B. Starnes, Vice-president O. E. 
Starnes, Secretary A. W. Ek, Jr., and 
Dr. John Watkins, medical director, are 
the principal speakers on the Friday 
program, and a banquet is to be held 
in the evening at which E. L. Warren, 
deputy commissioner of North Carolina, 
is to speak. 





Merriam Heads Delegation 





Franklin Life Agents on Tour of Na- 
tional Parks—Honor Club Officers 





Announced 
SPRINGFIELD, ILL., July 24— 
Henry M. Merriam, president of the 


Franklin Life, headed a delegation of 20 








N. ATION AL UNDERW RITER 


wn | aesate which left here last Sunday en- 
route for a week’s tour of Glacier Na- 
tional and Waterton National parks, 
joining parties at Chicago and St. Paul, 
bringing the entire party to 115. Quali- 
fications for the convention trip were 
that each agent produced $200,000 or 
more new business during the year just 
ended. Vice-President Henry Abels, 
Vice-President Joseph W. Jones, Vice- 
President A. O. Merriam, Secretary 


Will Taylor, Treasurer James Abels, 
J. D. Looney, agency supervisor; Clar- 
ence E. Randall, superintendent of 


agents, and Frank W. Engel, agency su- 
pervisor, of the home office made the 
trip. 

Twenty-five new members were wel- 
comed to the Hundred Thousand club 
of the Franklin Life at its annual con- 
vention in Springfield, Ill., and officers 
of the agency clubs, selected upon basis 
of their business production during the 
past year, were announced. 

R. L. Colby, formerly of Springfield 
but now of the Indianapolis agency, who 
wrote a $1,250,000 business last year, 
becomes president of the Half Million 
Dollar club, with E. H. Redlich, Spring- 
field, as vice-president; C. J. Hedwall, 
Minneapolis, is president of the Quarter 
Million club with J. A. Albright, Cool- 





idge, Tex., as vice-president; and A. J. 
Blain, Goodland, Kan., is president of 
the Hundred Thousand Club, with A. J. 








of Life Insurance. 


Why the Mutual Trust Life 
Insurance Company —~ 


Reason 
No. 


























Although operating on the strict “full level premium” basis, Mutual 
Trust Life Insurance Company, now in its twenty-fifth year, has 
in force approximately One Hundred and Seventy Million Dollars 
Of the many companies organized between 1905 
and 1908 (directly following the Armstrong Investigation), Mutual 
Trust Life is one of the four which passed the hundred million 
mark in twenty years. 


Mutual Irust 


LIFE INSURANCE COMPANY 
Edwin A. Olson, President 


CHICAGO 





ILLINOIS 








‘As Faithful as 





OLD FAITHFUL” 




















July 25, 1 July 25 
Evans, Natchez, Miss., as vice-p~ ~ idey 7 
Prizes for business persistence Ia a ¥zyq 





were awarded Sim Naylor, Tulsa, Ok 
and D. E. Soden, Goodland, Kan., }, 
having renewed all of their busing 
written the preceding year. 


Schedules Regional Sessioy 











ell K 
National Life, U. S. A. Picks Freu 5 _ 5¢! 
Lick and San Francisco for Age~cy a 


Roundups 


























French Lick, Ind., and San Franc: 
have been chosen as the scenes for 





National Life, U. S. A. regional conve Belected 
tions, the middle western group to me @ht, pres 
Aug. 17-18-19, and the Pacific Cog Gvice-pre 
producers to gather Oct. 12-13-14. Pres Belected 
dent Robert D. Lay and Vice-Preside The 


Walter E. Webb will head the hom 
office delegation at the round-ups. 
Especial emphasis is being placed @ 
the programs on educational and ins 
rational features for agents qualifyy 
for their first convention and for th 
agents who have not qualified but wh 


will make an effort to attend. The Ng 
tional Life prefers the regional p 
because more new producers can 


induced to attend than if a single c 
vention were held. 

The business program will incl 
talks on the practical application of t 
company’s new supervising plan 
use of the new sales preparation cow 
which has been in effect for a y 
This course has been welcomed by n 
members as well as by veterans of t 
field organization, according to ho 
office officials, because of its directn 
simplicity and. thoroughness. Home 
fice officials credit the course for a lar 
pert of the gains being made by ti 
company this year. 

The field organization recently est 
lished an all-time record for a 30-day 
period with greater volume, both 
amount and number of applications ani) 
business was received from the larget 
number of producers than ever before# 
the face of the general business ¢& 
pression. 

In addition to Mr. Lay and Mr. Web 
the home office delegation at the l'ren 


* ° > cesstul 
Lick convention will include Dr. Walte D H. 


A. Jaquith, vice-president and medic 
director; John B. Parker, agency s¢ 
retary who preparing the 
George R. Holdhusen; J. Parker Harr 
son, agency supervisors, and J. 4 
Kissinger, assistant secretary accide! 
and health department. 


California Agencies Confer 


SAN FRANCISCO, July 24.—Tres 
ler W. Callihan, manager of genera 
agencies of the John Hancock, was th 
principal speaker at a joint two-da 
sales conference of Los Angeles a 
San Francisco agencies of the compat 

here July 24-25, and also at a mectil 
of the Life Underwriters Associatio 
here. He spoke before the associati0 
on “The Complete Life Insurance Pre 
gram.”’ 

He is accompanied by H. J. Garret 
son, west coast supervisor John Har 
cock, Harold G. Saul, general agen! 
and Harold W. Dougher, agency super 
visor at Los Angeles, and leading pr 
ducers of that agency. The salt 
conference program includes talks am 
discussions by leading producers, in a 
dition to addresses by Messrs, Callihai 
Garretson, Saul and Karl L. Bracket 
general agent at San Francisco. 

The morning session July 24 W®] © sociati: 
opened by Mr. Garretson, followed ) Metrop: 
a general talk by Mr. Callihan. “Ti} 
Approach” was discussed by H. \ 
Dougher, agency supervisor at Lt 
Angeles. Mr. Brackett opened the afte} * 
noon session with a discussion of “Ani'} | a 

ysis and Presentation,” followed "PU fanaa 
Miss Eva N. Fleming, San Francis¢ express 
on “Sales Methods.” 

A discussion by Messrs. 
and Callihan closed the first day. 
for a banquet. Speakers were lex ! 
Hovey, Los Angeles, “The Most Effect 
ive Appeals”; Mr. Saul, “Life Insurat 
as an Investment,” and Mr. Calliha® 


It fos 
series 0 
progtat ing, be: 
Was rel 
for ins 


and tav 


1s 


San | 
manage 
of the : 
John H 
speaker 
Fr 
ciation 

Addit 


San 


tional; 
Mutual 


Spoks 
ing of 
fficers 
Rosaue! 
A. R. B 
xX. R. WV 
executl 
Clane, 
Banker 
Life; R 

Ralpt 


sk « 


Chica 
ssued 


atior 

lust 

Tower, 
ASSOCia! 
identific 
alterna 
i half 


Garretso 


save 























- . Ray eived 
‘Life Insurance as a Profession 








as 


deny 


ry 'z 
at 5 


no. Ort 
Ka 


r ve 


Session 


ks Freon 
Agency 


Fra: Cis 
es for 
al conve 
ip to me 
ific Coa 
-14. Pres 
-Pre =ider 
the hon 


for tho 


a 30-day 
both br 
‘ions anil 
e large? 
before a 
ness de 





r. Web 
e lren 
Walter 
medica 
ncy se 
yrogral 
‘r Harr 
aS 


accider 


nfer 


— ] res» 

genera 
was U 
two-da 
le Ss al 
-OMpan 
meeting 
sociation 
ociati 
ice Pro- 
Garret 


n Har 


, in at 


racket 





urance 
allihan 







LIFE INSU RANCE EDITION 








oe Tr 


NEWS OF LIFE ASSOCIATIONS 











Kolienberg Named President 


- all Known Mutual Benefit Producer 
Selected to Head Grand Rapids 


; Association 


GRAND RAPIDS, MICH., July 24. 
—:\t its annual meeting the Grand Rap- 
si: Life Underwriters Association 
elected A. H. Kollenberg, Mutual Bene- 

t, president. C. L. Conger was elected 
* jce-president and J. L. Livingston re- 


elected secretary-treasurer. 
The 


association enjoyed a very suc- 


A. H. KOLLENBERG 
cessful year, according to the report of 
D. H. Trelevan, retiring president. 


It fostered and paid for a cooperative 
series of educational insurance advertis- 
ing, bearing no signatures. The series 
was remarkable for its powerful appeal 
ior insurance and created widespread 
ind tavorable comment. 

es s 

San Francisco—Tressier W. Callihan, 
of general agencies and head 

the sales research department of the 
John Hancock Mutual Life, is principal 


manager 


speaker before a special meeting of the 
San Francisco Life Underwriters Asso- 
ciation this week. 

Additional committee chairmen have 
heen announced by Karl, L. Brackett, 
president of the San Francisco associa- 
tion, as follows: Paul K. Judson, Penn 
Mutual trust company cooperation; 
Harold Rose, West Coast Life, educa- 
tional; Osear C. LeBart, New England 
Mutual, civie relations. 

of x * 

Spokane, Wash.—At the annual meet- 
ing of the Spokane association, these 
officers were named: President, Maurice 
Rosauer, Equitable Life; vice-president, 
A. R. Byquist, New York Life; secretary, 
XN. R. Wolfe; treasurer, Robert G. Jones; 
executive committee, Douglas V. Mc- 
Clane, Equitable Life; E. F. Burke, 
Banker Life; E. W. Pettibone, Mutual 
Life; R. P. Banks, Penn Mutual. 

Ralph Edgerton, on behalf of the as- 
sociat presented John Prins of the 
Metrop itan Life, retiring president, a 
desk ck in recognition of his services. 


* * * 


Chicago—The Chicago association has 


‘sued a call for members to fill the 
‘ota of 75 delegates to the Toronto 
Joint mvention of the American and 
‘“anadian associations Sept. 24-26 as an 
*Xpression of loyalty to S. T. Whatley, 
atior president. Names of delegates 
must reported by Aug. 15. Walt 
‘ower, managing director of the Chicago 


“Ssociation announces that railroad 
tickets entitling delegates, 
and their families to fare and 
jund trip tickets have been re- 
Reservations have been made 


identific ition 
ulternates 
t half r 
eived 


by Mr. Tower at the Royal York hotel, 
Toronto, for a limited number of double 
rooms, and assignments will be made in 
order of receipt of applications. 

*x* * * 

Birmingham, Ala.—John J. Outcalt, 
new president of the Birmingham asso- 
ciation, thinks a committee appointment 
is something to be taken seriously, so 
he has presented chairmen of committees 
this year with portfolios outlining care- 
fully what is expected. His appoint- 
ments of chairmen are: Entertainment 
and program, Sheffield Owens; publicity, 


liason and advertising, John Bradley; 
legislation, Ed Arms, roving member- 
ship, A. B. Curtis, and sales research, 
J. F. Lee. 
* * * 
Housten—George E. Woods, Indian- 


was elected president; Mur- 
Aetna Life, vice-presi- 


apolis Life, 
ray Henrix Davis, 


dent and Miss Edna Boyen, Acacia Mu- 
tual Life, was re-elected secretary and 
treasurer of the Houston association. 
Carried Large Policies 
KANSAS CITY, MO., July 24—A 


great deal of interest has been aroused 
here over the question as to whether or 





not the life insurance policies of the five 
prominent men who were killed in an 
airplane crash at Arkansas Pass, Tex., 
recently, cover loss of life by airplane 
accidents. All four business men car- 
ried heavy policies, none of which is 
expected to be contested. 

Raymond E. Watson, 
$129,000 life insurance; between $90,000 
and $100,000 was carried by Murat 
3oyle, widely known insurance attor- 
ney; $70,000 by Eugene Lynn; and 
Gene Gabbert, pilot, carried war risk 
insurance. 


lawyer, carried 


Reward for Largest Case 


H. L. Muldrow, Minnesota Mutual 
general agent in Norman, Okla., has 
offered a prize to the agent writing the 
largest single case on Minnesota Mu- 
tual Day. On that day, which will be 
selected by Chairman E. W. Randall, 
the full man-power of the company will 
be tested. Mr. Muldrow offers $1 per 
thousand if the largest single case does 
not exceed $100,000, while if it is greater 
than that amount he offers 50 cents a 


thousand. 
*x* * * 
George Gillespie of the R. L. Carden, 
Minnesota Mutual general agency, 


Knoxville, Tenn., suffered a broken arch 
while playing golf during the conven- 
tion. 
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Agents Gather 
at Milwaukee 


(CONTINUED FROM PAGD 3) 


which prize winners and outstanding 
figures in the field were introduced. 
Company officials and trustees were 
present. The Rev. L. M. Dorreen of 
Kansas City, Mo., was the principal 
speaker, his subject being “Conserva- 
tion, 


Agents and their wives and guests at- 
tended the get-together dinner spon- 
sored by the Clifford L. McMillen home 
general agency. Kenneth W. Jacobs, 
Jr., Milwaukee, was in charge, assisted 
by members of the McMillen agency 
as hosts and ushers. The Chicago 
agency presented an “Amos ’n’ Andy” 
broadcast. A third character, that of 
Dr. C. E. Albright, Northwestern “mil- 
lionaire,” was added to this stunt, 
“Amos 'n’ Andy” giving the life insur- 
ance star many pointers on the busi- 
ness. 

The Goldsbury & Roberts agency of 
Pittsburgh and the South Bend., Ind., 
agency were others participating in the 
program of stunt numbers. At the 
close of the dinner the special and dis- 


trict agents’ association held its meet- 
ing, with Charles F. Axelson, Chicago, 
president, in the chair. 
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duck has a big bill. 
But it isn’t. 





BP HE 
zi at biting. 
-) 


up against adversaries. 


Because it hasn’t the spirit. 
urge to make it a hellion in feathers. 
So with people. 


They 
ance of go-getters. 
sary education. 


rive at the 


of ours. 
They 
WE 


direction of their goal. 


enables 
in this company. 


ing. 


Come out of the puddle of aimless methods and 
adopt the “COMMONWEALTH” plan which leads 
to the highlands of accomplishment and success. 


Why be a duck? 


I. Smith Homans, Vice-President 


COMMON WEALTH 
LIFE INSURANCE Co. 


LOUISVILLE 


It ought to be 


Its feet are very big and flat and it ought to stand 
But it can’t. 


Why can’t it? 


are big and imposing. 
They may even have the neces- 
But they never arrive anywhere. 

But—agents of the COMMONWEALTH LIFE ar- 
top in this merry old competitive world 


have a definite objective and “COMMON- 
ALTH CORDIAL COOPERATION?” instills in 
them the fighting desire to achieve success in the 


Cooperation that is given freely and unstintingly 
agents to find opportunity and prosperity 
Our agents soon acquire some of 
the egotism of Chanticleer, who was sure it was his 
crowing that compelled the sun to rise in the morn- 


Cy 


a very devil 


It hasn’t the fighting 


They have the appear- 
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One of Those Hidden Competitors 


no more auto minded 
than the rest of the nation. Nor is it 
much different insurancewise. Hence, the 
picture of the relationship of these two 
fields applies equally in the Empire State 
and every other of the 48 states. 

With which introduction, the first annual 
report of the gas tax in New York state 
may be presented for the study of life 
Yes, there is a_relation- 
ship. There is material worthy of much 
study and thought—and perhaps a lead 
for an additional closing argument on 
some very good prospect. 

In the first year of the tax in New 
York, the state collected some $25,000,000 
as its very small share per gallon of the 
gasoline consumed by motorists within 
its boundaries. Which applies to a total 
statewide consumption of gasoline of 
1,400,000,000 gallons for a total value of 
about $250,000,000, 

Turning to the insurance page of the 
economic story, it is discovered that the 
agents of this same state collected about 
$60,000,000 in new premiums last year 
and their companies enjoyed a total pre- 
mium income, new and renewal, on state 
business of about $450,000,000—this refer- 
ring to ordinary business. 

Before concluding the presentation of 
exhibits, notice should be given the August 
report, that month seeing the peak in 
gasoline sales and tax collections, while 


New York is 


underwriters. 


it was dull in so far as life insurance is 
concerned. August taxes were $4,231,000; 
total gas sales were $40,000,000; new life 
insurance (ordinary) premiums were $4,- 
500,000; and total premiums were $34,- 
000,000. 

Which means that the very small item 
of gasoline tax, considered negligible by 
the motorist, aggregates enough to pay for 
very nearly half of the new ordinary in- 
surance taken out and over 5 percent of 
the total insurance budget—new and re- 
newal—in New York and hence in the 
equally auto minded hinterlands. It means 
that the money spent in small pick-ups 
here and there along the road for gasoline 
is equal to over four times the new ordi- 
nary insurance purchased in a year and is 
considerably over half the total ordinary 
life insurance budget annually. And _ it 
means that in August, when sales are most 
difficult to make for life insurance, but 
most easy for gasoline, the gas tax collec- 
tions practically equal the new ordinary 
premiums collected and the total spent for 
gasoline is considerably above the total 
spent, new and renewal, for ordinary life 
insurance. 

That might have some significance as a 
picture in possible thrift for the motorist- 
prospect and it may point to one of those 
many new hidden competitors that have 
been touted from the platform in the past 
year or two. 


Industrial Record in June 


One of the statistical mysteries of the 
life insurance business has been cleared 
—the supposed “record month” in indus- 
trial insurance, as shown in June reports 
now being traced definitely to a read- 
justment in policy benefits by the lead- 
ing industrial companies. At about the 
same time, the leaders in the business 
announced their new schedule of bene- 
fits, which, although representing no 
increased financial outlay, brought about 
a notable increase in policy coverage 
included in the month’s sales—sufficient 
to make June’s industrial total of $311,- 


000,000 the greatest industrial month on 
record. 

That was widely questioned, as it was 
not a likely conclusion that industrial 
life insurance would start a sharp up- 
swing in the very heart of mid-summer 
depression in an off-year. It will take 
some time to readjust the figures and 
properly weigh the June results for 
comparison with last June and earlier 
months of this year, but it is not prob- 
able that actual sales will show much, 
if any, increase. That leaves an easier 
goal for June, 1931. 


Help to Make Money 


The purpose of clientele or policyhold- 
ers’ months, as the period during which 
policyholders are to be intensively serv- 
iced thas been designated, is “to help us 





director of education, 


the job as charity. 





all make more money,” Vincent Coffin, 
Penn Mutual, tells 
his agents who might otherwise shirk 


promotion manager and city editor of 
the “Sunday Call,” a highly successful 
and well established weekly of New- 
ark, he originated the idea of broadcast- 
ing football and other sporting events 
play by play and induced the Westing- 
house company to erect Station WJZ 
in Newark, largely for this purpose. 
WJZ was the second station for enter- 
tainment to be established, the first be- 
ing KDKA of Pittsburgh. Among Mr. 
McNeary’s understudies in broadcasting 
was Mr. McNamee, the famous an- 
nouncer. Mr. McNeary spent 15 years 
with the “Call,” during which time he 
originated many ideas in publicity and 
promotion which proved to have sound 
merit. 

Miss Clara Frances Woodbury, mem- 
ber of the $200,000 Club of the New 


York Life at San Francisco, has been 
elected president of the Cooperators 
Club. Miss A. V. Bowyer, executive 


secretary of the San Francisco Life 
Underwriters Association, was formerly 
president of the club. 

In honor of his 30th anniversary with 
the Prudential Life, 45 officers and em- 
ployes of the company tendered Frank 
C. Pierson, manager of the ordinary de- 
partment in Pittsburgh a_ testimonial 
dinner. Addresses were made by 
George H. Chase of Newark, assistant 


secretary, and Arthur C. Williamson 
of Philadelphia, manager of the ordi- 
nary department in that city. Mr. 


Pierson went to Pittsburgh from Scran- 
ton in 1902. He was appointed manager 
of the ordinary department in 1914, 

Two distinguished western life com- 
pany presidents are fishing in the north- 
ern Minnesota waters, they being Presi- 
dent R. W. Stevens of the Illinois Life 
and President O. J. Arnold of the North- 
western National Life. In days gone 
by both were officials in the Illinois 
Life, Mr. Stevens being vice-president 
and Mr. Arnold secretary. On taking 
the presidency of the Northwestern Na- 
tional Life, Mr. Arnold retained his 
financial interest in the Illinois Life and 
is one of the directors, 

15 session of the University 
of Minnesota kidney and high blood 
pressure symposium, which was attended 
by leading medical men from all over 
the world, was presided over by Dr. H. 

Cook, vice-president and medical 
director of Northwestern National Life 
of Minneapolis. That meeting was de- 
voted to the discussion of high blood 
pressure. 

Among those present were Prof. I. 
Snapper of Amsterdam, Prof. F. Vol- 
hard of Frankfort-on-the-Main, Dr. W. 
T. Longcope, professor of medicine at 
Johns: Hopkins University. There were 
over 400 doctors from the northwest in 
attendance. Dr. Cook also opened the 
discussion of a paper on albuminuria by 
Professor Snapper on July 12. 


The July 


Frank H. Davis, manager of the 
mountain department of the Penn Mu- 
tual, will speak next week in Denver 
before the meeting of the American 
Management Association on the value 
of good will as a business asset. 


Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, was somewhat of a martyr to 
the cause last week, giving up ten days 
of his vacation to make two important 
speeches, one before the Guardian Life 
agency convention in New York City 
and the other, this week, before the 
Northwestern Mutual Life meeting at 
Milwaukee. Busily engaged in fishing 
and tramping through the Adirondacks, 








between bouts with his Toronto speech, 





stead of the proverbial plow, the modern 
Cincinnatus thus hied himself forth ; 
lose ten days’ worth of fish and actin 
rays. 

Exceptional honor came to Clifford 1 
McMillen, home office general agent 

= the Northwestern 

Mutual, at the ap- 
nual meeting 
the agents’ aSso- 
ciations in Mj. 
waukee this week i 
He was. electei 
president of the 
General Agent 
Association for 
the ensuing year 
This is a particv- 
lar mark of distinction at this time, due 
to the fact that the association 18 
months ago took on the responsibility 
of directing a 5-year expansion and 
man-power program, and Mr. McMillen 
was chosen head principally because oi 
the belief that one of the company’ 
most capable and aggressive genera 
agents should be placed in charge oi 
the program. 








MR, MeMILLEN 





Alia bo eiaihinl 


Donald T. MacKinnon, president . 
the Michigan Life Underwriters Asso-f7 
ciation and the Life Underwriters As 
sociation of Detroit, led the productic 
ot Provident Mutual agents this yea 
and has been named president of the} 
Quarter Million Club. Mr. MacKinne 
is associated with the Nathaniel Rees )7 
general agency for the Provident inf¥ 
Detroit. 





E. Blake Francis, for the past five 
years a local representative of the Cor 
necticut Mutual Life at Indianapolis : 
died Friday after a brief illness. M. 7 
Francis was a descendant of one of the 
pioneer families of Indianapolis and was 
highly regarded in insurance and bus: 
ness circles. He was 39 years old 
Funeral services were held Monday. 


Miss Jennie B. Thompson, for mat! 
years an Indianapolis representative « 
the Massachusetts Mutual Life and ont] 
of the first women in that city to tak 
up selling life insurance, died on Thurs 
day of last week after a brief illness 
She had been a school teacher before 
entering the business of life insurance 
and was very successful in selling lite 
insurance to women especially. She wai 
highly esteemed by her associates. 


W.A Montgomery, president of the By 
Acacia Mutual Life, accompanied | 
Mrs. Montgomery. has returned from? 
trip to the Hawaiian Islands. 


I. A. Morrissett, president of the Gen 
City Life of Dayton, O., is busy passing 
around the cigars these days, due to the 
fact that on July 14 Mrs. Morrisset 
presented him with a ten-pound boy. 


Walter B. Heineman, wealthy lun 4 
berman and influential Republican leade 
of Wausau, Wis., who ended his ow By 
life last week, was a director of th 7 
Great Northern Life. Mr. Heinems § 
had been in poor health and had planne 
to visit Rochester, Minn., for examin § 
tion. 


Mrs. H. A. Hodge, wife of H. ABW 
Hodge, agency supervisor Ohio Stat? 
Life, suffered a stroke of paralysis * 
few days ago and is in a serious C0" 
dition. 

Wood Arnold, vice-president of th 
Kansas City Life, is making a tour © 
Europe. He was accompanied by Mr 
Arnold, Miss Pauline Arnold and * 
brother and sister. They expect to 
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AN OPPORTUNITY! 


GENERAL AGENCY OPENINGS 
throughout entire U.S. 


A real producer may expect an annual income of 


$25,000.00 


Total Admitted Assets... . $43,744,144.08 
Legal Reserve Am. Ex. 314%... $35,978,324.00 
Funds Above Reserve Requirements . . .$7,765,820.08 


Liberal Overwriting Commissions 
SUPPORTING AND EFFICIENT HOME OFFICE CO-OPERATION 


Address 


verrot THR M ACC ABEES MICHIGAN 


C. L. BIGGS, Supreme Record Keeper 





THE MACCABEES BUILDING 


Detroit - Michigan D. J. COAKLEY, Supreme Commander 
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EXPANSION PROGRAM 


NOW UNDER WAY 


REPRESENTATIVES ARE NOW BEING SELECTED FOR 
PERMANENT APPOINTMENT IN CHOICE TERRITORY 


GET IN ON THE BENEFITS THIS PROGRAM PROVIDES 


FOR FURTHER INFORMATION WRITE TO ( 


DR. F. H. SCHOLLE, MANAGER OF AGENCIES 


NORTHERN STATES LIFE INSURANCE 


(IN THE GREAT CHICAGO - CALUMET DISTRICT) 
HAMMOND — INDIANA 


co. 
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Prospects Ave Interested 


We offer you the following facilities which interest 
your prospect in our company and agency. 


A company that offers an unusual direct 
mail prospect campaign. 


An outstanding, beautiful agency home in 
which to work and bring your prospects. 


The opportunity to associate yourself with 
successful underwriters. 


An atmosphere of friendly cooperation in 
which to work. 


A fully equipped agency medical department. 


Men interested in becoming successful Life Under- 
writers or those desiring new connections with 
an aggressive well-known agency should write in 
confidence. 


Darby A. Day Agency 


The Union Central Life Insurance Co. 
23rd Floor, Bankers Bldg. State 5200 


CHICAGO, ILLINOIS 













gone twce months and will visit Eng- 
land, France, Belgium and Holland. 


Dr. Jennings Crawford has been named 
chief medical director and a director of 
the Cedar Rapids Life to succeed his 
father, the late G. E. Crawford. 


Henry J. Powell of Louisville, south- 
ern Indiana and southern Ohio general 
agent for the Equitable, left July 20 for 





July 25, 1939 


New York, and sailed Wednesday jor 
England, where he will spend the 
summer. 


W. O. Finkbine, for 10 years a direc. 
tor of the Bankers Life of Iowa, died 
last week. 


W. T. Grant, president, and L. PD. 
Ramsey, treasurer, of the Busines 
Men’s Assurance, are in Chicago wit! 
their wives on a vacation. 














LIFE AGENCY CHANGES 














Law Heads Baltimore Agency 


Succeeds L. M. Miller Who Had Been 
With Northwestern Mutual 
37 Years 


Laurence M. Miller, Baltimore gen- 
eral agent of the Northwestern Mutual 
Life, has resigned. He will be succeeded 
by Russell L. Law, specidl agent at 
Oklahoma City. Mr. Miller, who will 
take up general production work, has 
been general agent of the Northwestern 
for 28 years, having taken up that office 
in 1902, and was connected with it for 
37 years. His father founded the North- 
western agency 61 years ago. 

Mr. Law, who succeeds Mr. Miller 
as general agent, after being successful 
as special agent in Wheeling, W. Va., 
for the last two years, has been general 
agent in Oklahoma City. 


J. E. Morrison, F. Freeman 


J. E. Morrison, who has been one of 
two general agents for the Lincoln Na- 
tional Life in Detroit, has resigned to 
become state manager for the Franklin 
Life in that city. Mr. Morrison has 
been in Michigan life circles for many 
years, having been Michigan manager 
tor the Merchants Life for 13 years prior 
to its merger with the Lincoln National. 
Frank Freeman, who resigned recently 
as Flint manager for the Aetna Life, 
has been appointed to succeed Mr. 
Morrison. 


Andrew Asikainen 


Andrew Asikainen, for several months 
a representative of the Bankers Life of 
Iowa at Kenosha, Wis., has been ap- 
pointed district supervisor with super- 
vision over Brown, Oconto and Mari- 
nette counties. He wiil make headquar- 
ters at Green Bay. Mr. Asikainen was 
with the Equitable Life for four years 
before joining the Iowa company. 
























SERVICE LIFE 


INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now rep- 
resented. 

For information write 

B. R. BAYS, President 


JOHN L. OESCHGER, Secretary-Treasurer 
Home Office 


Lincoln, Nebraska 




















Life Agency Notes 








for the Trust 
Ottawa. 

* * * 

Max F. Maximoff and Morris Medler 
have been appointed general agent 
Brooklyn by the Security Mutual Lif: 
Binghamton. The new agency wi 
known as Maximoff & Medler. 

es ¢ ¢ 

A. J. Hamilton has been appointed e 
eral agent for the Montana Life at ‘len. 
dive, Mont. 


at Toronto Capital 


poration of 


x * * 

The Pacific National Life has 
pointed Lew W. Collins district manage 
for Santa Cruz county, Cal. Mr. Collins 
is a former insurance commissione: 
Arizona and was at one time secretary 
for the territory of Arizona. He 
a candidate for judge of the Santa (Cruz 
district court. He was for a number of 
years with the Pacific Mutual. 

x * on 

Sterling R. Coeckrill, Little Rock, Ark 
has been appointed field assistant fort 
Travelers. 


is no 


* * * 

The Prudential has advanced the fol- 
lowing agents to assistant superintend- 
ents: Joseph F. Holtzhauser at Oil City 
Meadville, Pa.; Paul E. Hibben, at Beave 
Falls, Pa.; William P. Ryan, at Braddock 
Pa., and George D. Batcheler, at Al- 
toona No. 1. 

os | 

Agents Amos L. Veid, of Cincinnat 
No. 1, and Herman Eleyet, of Dayton, 0 
No. 1, of the Prudential, have been pro- 
moted to be assistant superintendents 

*x* * * 

Agent F. J. Herman has been promote 
to be an assistant superintendent in the 
Buffalo, N. Y., No. 4 district of the [’ru- 
dential. 

* + 

T. B. Seott is appointed district mana- 
ger for Jackson, Miss., by the Americ: 
Standard Life of Birmingham. 

*x* * * 

W. Lee Mullen, formerly in chare: 
the Youngstown, 0O., office of the Su 
Life, has been made assistant acer 
manager at Pittsburgh. 








Central Western 
State News 














Cc. M. Johnson has been appointed gen- 
eral agent for the Bankers Life of Ne- 
braska for part of western Nebraska 
with headquarters at North Platte. He 
has had considerable experience. 


* * * 


F. F. Small has been appointed general 


agent at Los Angeles for the Provident 
Life & Accident with offices in the 
Wright & Callender building. Mr. Small 
was formerly manager with the Jeffer- 
son Standard Life. 
* * * 

The Bankers Life of Nebraska has 
opened a branch office at 402 Central 
building, Topeka, in charge of E. F. 


Goodrich, who was formerly located at 
Seneca, Kan. 

* «x * 
W. Benedict has 
agency director of 


Cc. been appointed 
the Beacon Life in 
Tulsa, Okla. He was formerly vice- 
president of the Producers National and 
First National banks. 
* * * 

H. F. Murray, who has been branch 
manager at Ottawa for another company, 
is appointed branch manager there for 
the North American Life. He succeeds 





Thurman Is Now at New Post 
Opens Third General Agency for New 
England Mutual Life in 
Chicago 


Opening of the new general agen 



































for the New England Mutual in Chicag 
of E. B. Thurman on the 24th floor & 
the No. One La Salle Street building 
is announced by President George Wi: 


lard Smith. This is the third genera 
agency of the company in Chicag 
President Smith points out that Mr 
Thurman, who has just retired as pres 


dent of the Chicago Association oi Lit 
Underwriters, is recognized as one © 
the most prominent life insurance mea 
of the middle west and is an organizer 


of great experience and an agen) 
leader of outstanding ability. ; 
Mr. Thurman has unusually hant 


some offices, with the finest equipmet 
His great popularity, both as a mat 
ager and as an association worker under 





whose leadership the Chicago associ® 
tion in the last year has made a dete? 





W. L. Gray, who has become manager 


mined drive on bad practices, resulted 





Al 
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| OPPORTUNITY 


BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 


$1.00 A MONTH 
Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 


Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 





LIFE INSURANCE EDITION 





The Accident Season 
Is Here 


All through the field Connecticut Gen- 
eral men are concentrating on accident 
insurance for a two fold purpose. To in- 
crease their income quickly and to accu- 
mulate a reservoir of first rate life insur- 
ance prospects. 

By giving systematic attention to ac- 
cident insurance they build up both lines 
and assure their clients full protection. 


“Brokers’ Outline of Accident Insur- 
ance” on request. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 
































WwW. L. MOODY, JR. W. L. MOODY, Ill W. J. SHAW 
President Vice-President Secretary 


SHEARN MOODY T. L. CROSS 
Vice-President Vice-President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$604,973,097 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 


UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 








HOME OFFICE 



































ing basis. 





Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating § Child’s Educational Low Cost Term 
Sub-Standard Juvenile Policies Double Indemnity 
Preferred Risk 6°, Guaranteed Disability Income 


Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 
Age Limits: Income 
1 Day to 65 Years 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


GREENSBORO 


JuLian PRICE 
North Carolina 


President 


MORE THAN 365 MILLIONS IN FORCE 
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“MODERN PROTECTION 


In accordance with its progressive plan for up 
to the minute service to policyholders and agents, 
the United Life and Accident Insurance Company 


ANNOUNCES 


a new line of Juvenile policies which will be 
issued from birth to age fourteen on either short 
or long term endowments, including twenty pay- 
ment endowment at age 85. Additional benefits 
are 4lso issued with these contracts which pro- 
vide for waiver of premium in the event of death 
or total and permanent disability of the premium 


payor. 


For complete information write direct........ 
and directly 





EUGENE E. REED, Vice-President 








| Originators of Life and Accident insurance united in one policy. \q 


UNITED LIFE AND, ACCIDENT 


United Life Building Concord, New Hampshire 








THE COLUMBIAN NATIONAL 


is a Symbol of 
Progressiveness Liberality 
Strength 





The Best in Life, Accident and 
Health Insurance is our Specialty 


THE COLUMBIAN NATIONAL LIFE INSURANCE CO. 


Boston, Massachusetts 
Arthur E. Childs, President 





For further information, communicate with nearest GENERAL AGENT 
or our AGENCY DEPARTMENT, 77 Franklin St., Boston, Massachusetts 
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NEW PAID INSURANCE—1929 
$147,858,997 


| 
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! INSURANCE IN FORCE 
) $1,202,101,059 
| 
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NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON, MASS. 
Chartered 1835 Organized 1843 
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| THE UNITED STATES LIFE 'SSURANCE 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 78 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 

















FORT Y | 25F5 Bomns ais 
FOR SELLING 
Unusual Plans LIFE INSURANCE 











on the opening day in a continuous 
string of visitors, a flood of telephone 
calls from friends and associates and 
many bouquets. Mr. Thurman plans to 
build an agency force slowly but surely, 
and he has taken a quota of $1,500,000 
of business in the succeeding year 
which he is confident of greatly ex- 
ceeding. 


Code Committee Still Working 


The report of the insurance com- 
mittee of the Ohio State Bar Associa- 
tion on recodifying insurance laws of 
Ohio was not ready for presentation 
at the Cedar Point meeting. It may 
be ready for action at the January 
meeting of the association, after which 
it may be submitted to the 1931 Ohio 
legislature. 





Kies Installed at Meeting 


Glenn S. Kies, formerly Lansing, Mich.. 
district manager for the Peoria Life, was 
formally named general agent for the 
Ohio National Life at a meeting in Lan- 
sing last week attended by E. E. Kirk- 
patrick, superintendent of agencies; N. 
E. Glassbrook, resident ~~ 
for Michigan; C. E. Shaver, J. L. Barry, 
and C. R. 3eebe, associate general 
agents, and George Miller and H. B. 
Billings, supervisors. 





Central Notes 


An agency group school will be con- 
ducted this week in Chicago by Walter 
Cluff, educational director of the Kan- 
sas City Life. 

Members of the Quincy agency of the 
Bankers Life of Iowa were guests of 
Manager Frank F. Garrett this week at 
a two-day country club recreational ses- 
sion. 








Missouri Valley 
State News 














LaBounta Gets Pinneo Plant 





Death Causes Consolidation of Duluth 
Agency With Minneapolis office; 
to Maintain Branch 





Because of the death of Henry Y. 
Pinneo, late Penn Mutual general agent 
in Duluth, the Pinneo agency has been 
consolidated with the Leon W. La- 
Bounta general agency of Minneapolis. 
The LaBounta agency will maintain a 
branch office in Duluth at 602 Provi- 
dence building from which the agency 
organization will be developed. 

A son, Ralph H. Pinneo, of the late 
Duluth general agent, who has had long 
experience in northern Minnesota, will 
assist in the management as well as 
engage in personal production. 





Wiedman at Home Office 


L. A. Wiedman of Lincoln, Neb., who 
has been appointed Nebraska general 
agent for the Continental National Life, 
will visit the home office for a confer- 
ence. Mr. Wiedman is an experienced 
insurance man, and is well known in 
Nebraska, having been a traveling rep- 
resentative of Paxton & Gallagher of 
Omaha. 


Denny Attends Dinner 


Dr. T. C. Denny, president of the 
Central Life of Iowa, was speaker at a 
dinner given by B. L. Gifford, Dubuque, 
Ia., general agent, at the conclusion of 
the agency meeting and school of in- 
struction conducted there last week. 
George T. Carlin conducted the school. 





Plan All-Day Conference 


An all-day conference will be con- 
ducted in Kansas City, Mo., with agents 
of the Massachusetts Mutual from Kan- 
sas City, Des Moines, Omaha, Lincoln, 
Siouux City, Wichita, Denver and To- 
peka by Dr. S. S. Huebner and James 
M. Blake, manager of field service for 

















the Massachusetts Mutual, Aug. 13. 

















SPIRIT 
OF 


PROGRES 


Characterized in 


BANKERS 


NATIONAL 


YOUNG IN 


YEARS 


but 


OLD IN 


EXPERIENCE 


A Company that 


OFFERS 


OPPORTUNITIES 


To the successful!pro- 
ducer who wants an 
opportunity to build 


his own agency. 


Write to 


BANKERS NATIONAL 


LIFE INSURANCE 


Jersey City, N. J. 


R. R. Lounsbury 
President 


Geo. Ramee 


Vice - Pres. and Supt. of Agencies | 
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| IN THE SOUTH AND SOUTHWEST 
f_ -_ er 





Would Halt Industrial Evils 





Commissioner Allin, Kentucky, Asks 
Companies to Report Misdeeds of 
Their Agents 





FRANKFORT, KY., July 24.—Com- 
missioner Bush W, Allin has addressed 
the following letter to all industrial in- 
surance companies doing business in 
Kentucky: 

“In an effort to cooperate with you 
in preventing agents from defrauding 
policyholders through shaving death 
claims, forging disability benefit claims 
and leaving companies with a shortage 
in their accounts, I request that in the 
future that when an agent in your em- 
ploy is guilty of any of the above men- 
tioned practices, or has violated any 
provision of the insurance laws of Ken- 
tucky, that you immediately notify this 
department so that when licenses are 
applied for that the department will be 
advised as to whether or not the agent 
is entitled to have the license issued. 
After due notice and hearing, agents 
against whom charges are sustained will 
not be licensed as agents of other com- 
panies, unless the insurance commis- 
sioner in his sound discretion is con- 
vinceed of some extenuating circum- 
stances.” 





Inter-Southern Appointments 


The Inter-Southern Life announces 
the appointment of T. A. Harper, for- 
merly Mutual Life producer, and his 
son, H. B. Harper, for many years an 
Inter-Southern part time producer, as 
general agents at Bardwell, Ky. At the 
same time the acquisition of C. F. 
Young, who has had 17 years’ insurance 
experience, as general agent at Paducah, 
Ky., is announced. Mr. Young was un- 
der contract with the Prudential for 





seven years and with the Reliance Life 
for eight years. 

The Harpers’ territory will include 
Ballard, Carlisle, Hickman and Fulton 
counties, while Mr. Young will have 
jurisdiction over McCracken, Graves, 
Marshall and Calloway counties. 


Announce Charleston Promotions 


Oliver F. Roddey, general agent of 
the Penn Mutual Lite at Charleston, 
S. C., announces two promotions. 

R. Barron Munnerlyn, special agent, 
has been promoted to district manager 
of the Charleston office. Mr. Munnerlyn 
has been with the company for five 


years. He is secretary-treasurer of the 
Charleston Life Underwriters Associa- 
tion. 


Frank C. Riddick, who has been with 
the company two years, has been made 
supervisor and will move to Charlotte 
to assume his new duties. 





Little Rock Agency Meets 


The Little Rock agency of the Mu- 
tual Life of New York held a meeting 
recently. Manager J. T. Thompson 
discussed agency plans for the remainder 
of the year. Two cups were presented 
to Henry A. Thomas, who was the 
agency’s leader both in paid-for busi- 
ness and number of lives insured in 
June. 





Sidney P. Miller Dead 


Sidney P. Miller of Dallas, special 
agent for the Southland Life and an 
active worker in the Allied Jewish Fed- 
eration of Dallas, died last week. He 
was a lievtenant in the army during 
the war. 





The Tuscaloosa, Ala., agency of the 
All-States Life has written in excess of 
$100,000 in ordinary business for ten 
consecutive weeks. The agency is in 
charge of R. A. Craighead. 








PACIFIC COAST AND MOUNTAIN 

















United Pacific Life Expands 


Additional Space Taken in Home Office 
Building for City Agency— 
Appointments Announced 








SEATTLE, WASH., July 24—While 
pessimism has been noticeable in many 
industries and trades, the United Pa- 
cific Life here steadily has built up its 
feld force and added new business. This 
expansion has necessitated enlargement 
of quarters in the home office to include 
space on the second floor of the United 
National building for the city agency 
force. These new quarters are directly 
accessible to the main offices in the same 
building. 

Several shifts in the field force are 
announced. A. L. Blampied, originally 
assigned to Bellingham, has been ap- 
pointed branch manager at Chehalis, 
Wash. Mr. Blampied’s assignment to 
Bellingham will be taken by P. 
Teichrow, who has been in life insur- 
ance in the northwest for many years, 
lor the past seven years associated with 
Jice-president J. P. Fordyce, prior to 
MS Joining the United Pacific. Donald 
G. Collyer becomes special representa- 
tive at Bellingham. 

A district office was opened by the 
new insurance member of the United 
Group of Corporations at Everett, in 
the Central building, under management 
ot George E. Stokes. George A. Love- 
Joy joined the Seattle agency force and 

illiam G. Marshall, the Tacoma staff. 


Organizing San Francisco Life 
The San Francisco Life is being or- 


; co The Insurance Foundation is 
olding company and it will do the 





promotion work. A. Silver, who orga- 
nized and was president of the Asso- 
ciated Life, which is now the Los An- 
geles Life, is head of the Insurance 
Foundation and will be president of the 
San Francisco Life. Mack V. Koblick 
is secretary and Attorney E. C. Levey of 
San Francisco, who is speaker of the 
California house of representatives, is 
counsel. The authorized capital is 
$500,000. 


Oregon Mutual Life Gold 
Medal Club in Round Up 








The Oregon Mutual Life Gold Medal 
Club held its annual convention at Para- 
dise Inn, Rainier National Park, last 
week. Agency managers from Oregon, 
Washington, California and Idaho were 
in attendance. 

Speakers included E. C. Sammons, 
vice-president Iron Fireman Manufac- 
turing Company and a director Oregon 
Mutual; T. A. Davies, Seattle, director; 
W. C. Schuppel, executive vice-presi- 
dent; C. C,. Colt, vice-president First 
National Bank, Portland, and a direc- 
tor Oregon Mutual; W. P. Stalnaker, 
secretary; Raymond R. Brown, actuary 
and assistant secretary, and C. W. Hol- 
lenbaugh, director of sales training. 

Mr. Sammons discussed “Elements of 
Modern Salesmanship,” and Mr. Colt 
told “What Modern Business Expects 
of Its Personnel.” 


Honor Anderson at Dinner 


ALBUQUERQUE, N. M., July 24.— 
Clinton P. Anderson, general insurance 
broker of this city, was honored at a 
Rotary dinner on his election as director 


and third vice-president of Rotary Inter- - 


Business is Good 
with the Continental Life 








Because our Agents have a multiple line 
—LIFE, DISABILITY, ACCIDENT, 
GROUP. 


Because we have a special offering in 
our Preferred Risk, Participating Policy, 
dividends beginning the first year. 


Because we have Low Non-Participat- 
ing rates. 
Because we have a full juvenile line. 


Because we give Home Office coopera- 
tion in Direct Mail circularization. 


Because we have established an Educa- 
tion Department for the benefit of our 
Agency organization. 


Because we extend Sub-standard Serv- 
ice to agents under full time contract. 


Because we have added a Family In- 
come Plan to our line of policies. 


We have attractive General Agency open- 
ings in several States. Correspondence invited 
from unattached life insurance salesmen of 
creditable personal production experience and 
with managerial ability. 


On Agency Matters Address 
J. DeWITT MILLS, Vice-President 


CONTINENTAL LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 




















HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Boar: President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 











THE NATIONAL UNDERWRITER 

















Friendly Cooperation 


A Good Company with which to Work 
Personal Attention to Agents’ Problems 
Paid-for New Insurance advanced 30% 
Standard Policies—Strong Assets 
Conservative Investments 


in 1929 


Union Mutual Life 


Insurance Company 


Portland, Maine 
Incorporated 1848 














NOT TOO LARGE 
NOT TOO SMALL 


Circularization Aids—Supervisor’s 


If You Are Ready for a General Agen 


COL. C. B. ROBBINS, 


ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 


NOT TOO OLD 
NOT TOO YOUNG 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 


Participating and tte -  “y licies Men and Women on Equal Terms—Total 


Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 











cy There ts Desirable Territ Open tn 


1OWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


i o Sigmund—Vice-Pres. & Agency Director 
CEDAR RAPIDS, IOWA 


Cc. B. SVOBODA, Secy. 








431 S. Dearborn St. 


POSE BARRY DIETZ 
President 


INCORPORATED 1895 





GLOBE LIFE INSURANCE CO. OF ILLINOIS 


Chicago 


WM. J. ALEXANDER 
Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


T. F. BARRY, Founder 

















No Better Territory 
No Better Company 


No Better General Agent’s 
Contract Than Our Service 


Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lane, F. L. Alexander 
Secretary President 


W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 








| 








$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 


issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 








national at its recent Chicago conven- 
tion. Mr. Anderson is active in civic 
affairs, and is a director of the annual 
Indian pageant, “The First American,” 
to be held here in August. Allen E. 
Bruce, agency manager Pacific Mutual 
Life, is president of Albuquerque Ro- 
tary, and arranged the dinner. 





Panzer Becomes Supervisor 


The Montana Life announces the ap- 
pointment of George O. Panzer as 
agency supervisor for Washington, Ore- 
gon and California. Mr, Panzer joins 
the Montana Life after a series of ad- 
vancements in the New York Life and 
Northern Life. 

Starting as a local agent in Billings, 
Mont., for the New York Life, Mr. 
Panzer later became agency organizer 
with headquarters at Great Falls for that 
company. From that position he was 
transferred to Seattle and subsequently 
Was appointed state manager for Mon- 
tana by the Northern Life. 

Mr. Panzer will maintain headquarters 
in the Portland branch office with the 
Sam H. Cox general agency. 


Holds Educational Conference 


More than 50 leading producers of the 
A. W. Carne agency of the Equitable 
Life of New York at San Francisco at- 
tended the first educational conference, 
held at Sonoma Mission Inn. Among 
the speakers at the conference were 
Selmer I. Snortum, educational director 
western department; Edward White, 
group supervisor; William H. Glines, 
superintendent of agencies western de- 
partment; James C. Fulton and James 
M. Hamill, leading producers, and J. J. 
Valentine, assistant agency manager. 

A total of $1,500,117 on 345 lives 
written with binders and an additional 
$750,000 without binders was produced 
by the agency in the qualifying period, 
May 26 to June 30. 





TRUST COMPANIES 
AND BANKS | 


A directory of responsible fi- 
nancial institutions that are 
especially equipped to co-op- 
erate with life underwriters in 
creating life insurance trusts, 
and in handling other estate 
problems. 


CALIFORNIA 


The oldest Trust Com- 
pany in the West 


Wells Fargo Bank | 


and | 

Union Trust Co. | 
SAN FRANCISCO | 
Since 1852 | 





~~ ——! § — 


Trust Department established 1892 





ILLINOIS 


LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of 
affairs demand both. 
ance creates the estate. Our Pro- 
tected Life Insurance Trust safe- 
guards it. 


A Special Reserve Fund of $2,000,- 
000 protects principal and income 
against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 














NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all eee in Policy Literature, Rate 

$, ete. lementing the “Unique anual- 
Digest,” Shaded conalle in May at $4.00 and the | 
Little Gem” published annually in April at $2.00. | 





























New Contract Is Announced 





Continental Life Now Issuing Family 
Income Policy on 10 or 20 
Year Plan 





The Continental Life of St. Louis has 
joined the ranks of companies issuing 
family income policies. The policy is 
issued to preferred risks only. The age 
limit is 55 years. The minimum amount 
for which the policy will be issued is 
$5,000. 

The policy 
10-year or 20-year plans. 


will be issued on either 
Rates follow: 
Twenty-Year Plan 


With With 


Without Waiverof Income 
Age Disability Prem. Disability 
Dp.titenenae $19.35 $19.91 $22.01 
eer 19.75 20.34 22.49 
re 20.78 22.99 
23 20.61 21.25 23.51 
isévanesw en 21.08 21.74 24.05 
Dptecneneves 21.56 22.26 24.63 
26 22.08 22.81 25.24 
See 23.39 25.88 
ee 23.21 4.02 26.57 
Ser. 24.66 27.27 
ee 24.47 25.35 28.03 
Tih tenenaace Gee 29.58 32.57 
Si cctsensoe Gee 35.47 38.88 
ree 42.14 44.04 47.94 
PEEP Oren 54.37 56.95 61.63 
errr 72.87 76.63 82.38 

10-Year Plan 


With 
Income 


With 
Without Waiver of 


Age Disability Prem. Disability 
Deo csccesess $16.63 $17.12 $19.22 
EET 18.59 19.19 21.56 
BO vccccccces Baan 21.88 24.56 
Se tt 25.45 28.44 
SERCO 30.20 33.61 
Scscvesenee Gee 36.72 40.62 
_, PELL 43.90 45.99 50.67 
Pease cstaues 56.50 59.41 65.16 


“Your Opportunity to Earn More,” a 
free booklet for A. H. men, Write 
The National Underwriter. 





THE 
PEOPLES TRUST AND 
SAVINGS BANK OF 
CHICAGO 


Michigan Blvd. at Washington St. 


CHICAGO | 
Earle H. Reynolds R. B. Upham 
PRESI ger VICE-PRESIDENT 


. Weakly 
SECRETARY ar TRUST OFFICER 





NEW YORK 





CHARTERED 1822 


Life Insur- 





The City Bank Farmers 
Trust C Co. 


22 William St. NEW YORK 


Temporary Offices—43 Exchange Place 


Madison Ave. at 42nd St. 


Sth Ave. at 43rd St. 
pr Montague St., Brooklyn 
England 





























RECENT LETTERS 


The President of a large Company 
says: 

“It will rev olutionize Life Insurance 
Selling.” 
A Superintendent of Agencies sa ag 
“Greatest Seiling Idea in @ Dec 

An Underwriter says: 

“It has doubled my income.” 
LIFE INSURANCE AS A 
PROPERTY INVESTMENT 

Found only in “The Essentials of 
Life Underwriting” by | 
Abner Thorp, Jr. | 


The Diamond Life Bulletins 











420 E. 4th St., Cincinnati, O. 
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Business Life Insurance for Purpose 
of Liquidation and Purchase of Stock 
Has Strong Appeal, Great Possibilities 


By ROBERT S. HARRIS, Chicago 


On account of its novelty and im- 
portance to the prospect, life insurance 
to be used for the sole purpose of liqui- 
dating business interests has a strong 
appeal. All close corporations, partner- 
ships and sole proprietorships that are 
making money are excellent prospects 
for liquidation insurance. You might 
except those one-man personal service 
organizations, but they are good sub- 
jects for more personal insurance. 


Three Ways to Dispose 
of Stock Interest 


There are three ways of disposing of 
stock interests: 1. By letting the state 
make the disposition. 2. By means of 
a will. 3. By agreement among stock- 
holders which will fix all details and set 
valuation. 

The life insurance plan in conjunction 
with the trust agreement involves the 
third method: 

1. It provides 
actual value. 

2, In a way it indemnifies the cor- | 


a ready market at 





poration for the loss of an executive. 
We will presume that four men own 
equal shares in a corporation, and should 
one die, then this stock is retired into 
the treasury, the survivors become third 
owners of the business. By the use of 
the stock in the treasury, they are often 
enabled to attract valuable executives to 
their enterprise. 

3. It does not disturb the working 
capital of the corporation. It is the 
only method of retiring the interest of 
the deceased at its full cash value at a 
cost less than its full value. 


Methods of Setting 
Stock Valuation Listed 


The agreement should set the valua- 
tion. There are four methods of setting 
the valuation: 

1. By a fixed price. Should this be 
done it is well to have a valuation at 
least once, and better yet, twice a year. 

2. By taking a price that is a certain 
number of times the earnings—five, 10 
or 15 times. 


1S 


3. By book value. The weakness of 
this method is that it does not take into 
consideration the value of the earnings. 

4. What is known as the New York 
formula: a combination of net tangible 
assets and a capitalization of earnings. 
This is the method that I find to be 
most useful. 


1s 


Illustration Shows Plan 
for Capitalizing Earnings 


For illustration, we will assume that 
the net tangible assets are $300,000; net 
annual earnings, $50,000. If money 
worth 6 percent, we deduct 6 percent 
of $300,000 or $18,000 from the $50,000. 
This leaves $32,000 to be capitalized. 
Five times this amount is the fair value. 
The result is that $160,000 is added to 
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business $460,000. Supposing a one- 
third stockholder should die, how 
the surviving stockholders going to raise 
$153,000? There are three ways pos- 
sible: Through private resources; by 
borrowing; by setting up a_ reserve 
through annual deposits to pay pre- 
miums on life insurance supporting an 
agreemént to purchase. The first two 
ways are eliminated because they are 
not always practical. 


the best and most logical. The argu- 
ments in its favor are that compara- 
tively small annual deposits are re- 


quired; there is a guaranty of the re- 


the $300,000, making the worth of the | 


are | 


The third way is | 


quired amount on payment of the first 
deposit; there is absolute safety; there 
is a large profit if early death occurs, 





| oe 
| Polices to Be Purchased 


by Principal Stockholders 


The plan assumes the purchase of 
policies on the principal stockholders of 


the business—those who have large 
cnough stock to control the management 
of the enterprise. The stock- 


holders are likely to be officers of a close 
corporation. The total amount of in- 
surance on the life of each stockholder 
should be sufficient to make a_ sub- 
stantial cash payment to the heirs of the 
deceased stockholder. 

The next step is for the principal 
stockholders to deposit their stock cer- 
tificates with an identical trustee—pref- 
erably a trust company. — ’ 

Each stockholder retains the right to 
vote his own stock, If he desires at any 
time, after entering into the agreement, 
to sell his stock, he agrees to give notice 
|in writing to the other stockholders, 
who have an option to buy at a price 
| fixed in advance—the option to be exer- 
cised within a certain period. If none 
purchases the stock, the agreement may 
state the officer thereby ceases to be a 
| party to the agreement, and his certifi 
| cate is returned to him by the truste« 
| On the death of a contracting stock- 
| holder, his stock is transferred accord- 


| 
| 
policy 
| 
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Suite 1914, One La Salle Street 





WHY? 


MEN “al WITH 


THE 
S.T. WHATLEY AGENCY 


S-U-C-C-E-E-D 


1—Individual Presentations 
2—Supervisory Assistance 


4—Circularizing 
5—Leads 
6—Group 

7—Non-Medical 


9—Accident and Health 
10—Office and Field Training 


S. T. WHATLEY 


General Agent 
AETNA LIFE INSURANCE CO., CHICAGO, ILL. 


An Account with the Aetna Pays 


Analysis 


Budget 


State 3380 








Executive Office 
Jacksonville, Illinois 


GENERAL agency oOpportuni- 
ties for the right men in Michi- 
gan, Ohio, Indiana and Ken- 
tucky. 


WeE offer a complete line of 
human being coverage. 


WE write life — ordinary, 
monthly, weekly; also accident 
and health—commercial, monthly 
premium, weekly premium, auto 
travel, group accident. 


Address communications to 


R. Y. ROWE, Supt. of Agencies 
Chicago 
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Visual 
Selling 


—a reality 


Through visual selling 
Bank Savings Life 
agents have been able to 
tell the true story of life 
insurance — and to tell 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship be- 
comes a_ well-ordered 
scientific process. 


PROVED IN THE FIELD 
BY 


Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 
“Visual Selling.” Why 
not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 
helps. 


TOOLS 
to help you 


SELL 


1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 
Vice-President 


In Charge of Agencies 


The Bank Savings 
Life Insurance 
Company 


Kansas 


Topeka 




















ing to the terms of the agreement, by 
the trustee. : 

The agreement also sugests provisions 
covering the right to withdraw and the 
disposition of the insurance carried by 
the retiring stockholder; the procedure 
of the trustee in collecting the insurance 
proceeds: the conditions under which 
(when last survivor is reached) the 
agreement terminates, etc. 

The normal case of this kind will be 
divided into three interviews. The first 
interview is generally with the president 
or some other majority stockholder and 
is used to obtain suitable information to 
enable one to make a set-up covering 
the case, including net tangible assets 
and average earnings of corporation over 
a term of five years if available; ages 
and percentage of holding of various 
stockholders: if possible. the number of 
units manufactured per annum by the 
company. One can show the cost of 
this arrangement per unit manufactured. 
It will show up well. I had a case 
where the prospect manufactured picture 
frames. I showed him that over a ten- 
vear period, the cost would only be one 
mill per frame. which is certainly cheap 
enough. 

At the second interview the set-up, 
advancing reasons for proposal, and cost 
sheets are presented. Here the play is 
made for the medical appraisal, as it will 
save the underwriter much time and 
effort if he knows the physical status of 
the prospect and it also puts him_ in 
better position for the third interview 
when the delivery should be made. 

At the third interview the policies 
and tentative trust emmameaes are pre- 
sented. 

There are certain typical objections 
which may arise: 

1. “This is just an insurance proposi- 
tion and we are not interested in life 
insurance.” 

The answer is: If there is any plan 
for working this out, without the use of 
life insurance that is just as good, I 
would agree with you; but do not for- 
get, under any other plan there is no 
assurance that you will have the cash 
value when the time for settlement 
arrives. If there was any stock for sale 
in this corporation, would you like to be 
able to buy it? If you sold your stock 
today, would you instruct your widow 
to buy it back at your death as a safe 
investment? Understand this, I am not 
asking you to buy life insurance. If the 
merits of the case would not compel you 
to adopt it, I won’t bother you with life 
insurance, but if you see the advantage 
of it, the insurance will sell itself. 

2. “We have an agreement covering 
our stock in this corporation.” 

You can then explain the general in- 


efficiencies of such agreements that I 
touched upon before. 

3. “It will cost too much.” 

I am wondering if it will cost you 
more not to have it. Should strange 
stockholders come into this business, 
and lawyers, in-laws and what not take 
hand in this management, how much 
will the interference with your success- 
ful methods cost your corporation? 

4. “One of the stockholders can not 
get insurance.” 

Well, that is pretty tough; but, if you 
had a building that was not insurable 
as a fire risk, would you hesitate to in- 
sure the others? Now, if Mr. Jones is 
not insurable, you can take the amount 
of premiums that you would pay on his 
life and set up a special sinking fund. 
Supposing other stockholders, became 
uninsurable, you certainly will be well 
off to have those risks covered. 

5. Some men will say that their as- 
sociates will take care of their widow 
and children. That is very fine. Pos- 
sibly they will, if they are alive, but 
suppose they were to die shortly after 
you do, or should be compelled to sell 
out to a stranger. The stranger might 
not feel the same way toward your fam- 
ily. What safeguard will they have 
then? And supposing your associates 
become disabled? We have a reserve 
built up for this, that is generally fine for 
the first fellow that dies, but when the 
second man dies is there any assurance 
that the reserve will be ample? 

In considering insurance for partner- 
ship liquidation, the mechanics are prac- 
tically the same. One thing we must 
consider, however, is that at the death 
of a partner the partnership dissolves 
as a legal organization. This makes it 
almost necessary for partners to adopt 
some measure of protection against this 
contingency. As to the sole proprietor- 
ship, the underwriter has the problem 
of trying to find a successor to the busi- 
ness. As a rule the associates of the 
owner are the ones to take over the 
business. In most cases they do not 
have the funds to make the purchase. 
The most successful approach I have 
used is this: I suggest that the owner 
carry one-half the amount of insurance 
necessary to pay for the business. In 
the event of his death this is the first 
payment to his beneficiary. In the 
agreement the employes or future own- 
ers agree to reimburse his estate for the 
amount of premiums paid. They also 
agree to pay the balance due on the 
price stipulated over a term of years, 
giving notes to the trustee for that 
amount. 

This address was given before the 
business insurance conference at the an- 
nual convention of the Association of 
Agents of the Northwestern Mutual Life 
in Milwaukee this week. 





ONE OF THE 
VERY OLDEST 


Low Net Cost P 
Life Insurance Companies 
is in need of the services of a 
General agent at Kansas City, Missouri 
The man selected to fill this position must 
furnish evidence of his ability to train and 
handle agents and be of a 
Progressive type with a consistent record 
of Personal Sales Ability. 

To such a man will be offered a real op- 
portunity to demonstrate his ability. 
Decide promptly to paneeiase as this ad 
will not appear again. Address in confi- 

dence R6, The National Underwriter. 








Unit Manager in Chicago 


A real opportunity with an old estab- 
lished agency in Chicago for an ex- 
perienced life underwriter who has made 
a success of personal selling. 


Policies that are different and salable. 
Compensation, Salary, Bonus on new or- 
ganization production, personal writing 
contract and split on joint work. 


In replying state age, experience and 
references. All inquiries received in 
confidence. Reply R-1l, 
derwriter. 


National Un- 











SUPERINTENDENT OF 
AGENTS 


Is wanted by sound seventeen- 
year old company with excellent 
record, total assets of about $3,000- 
008 and $13,000,000 of well-sea- 
soned business in force. Strong 
ownership with ample resources 
and excellent banking and finan- 
cial affiliations plans large expan- 
sion. Now operating in five middle- 
western states. Man _ between 
thirty and forty years of age with 
good record as producer and suc- 
cessful experience as agency 
supervisor can make excellent po- 
sition for himself. Compensation 
commensurate with ability and re- 
sults achieved. State fully age, 
education, experience, earning 
power, former connections and 
references. Address R-7, The Na- 
tional Underwriter. 














ACTUARIES 





CALIFORNIA 
Barrggtt N. Coatss Cant E. Hearurts 





Coates & HERFURTH 


CONSULTING ACTUARIES 


4 Sansome Street 437 Se. Hill Street 
Fy AN FRANCISCO LOS ANGELES 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7238 
CHICAGO, ILL. 











A. GLOVER & CO. 
* ¢ Iting Actuart 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAH, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building 
St. <a, pe 
800 Securities Building 
Kansas City, Missouri 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 4th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Gunting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E. Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e COUNSELOR A 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
Examinations Made. Policies 
and all Life Insurance Forms Pre- 
gs d ¢ Law of Insurance 4 
pecialty. 


Colcord Bldg. 





OKLAHOMA CITY 





























Los Angeles—“Eventually” 


with Roy Ray Roberts 
The State Mutual Life has undertaken an 
program of expansion in California. The Los && 
geles agency welcomes you and offers modern & 


Roy Ray 
Assurance Company, Roosevelt Bidg., 














